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CH?iPTER ~ I 
I N T R O D U C T I O N 
INTROnaCTlON 
(A) DEFINITION 
Like men and a>airoals, p l a n t s also need food for t h e i r 
growth and development. But with a difference. mi-^aXs and man, 
c ^ only subsis t on food in organic fonn, tha t i s , on food derived 
from p lan t or animal products . P lan ts on the o ther hand have the 
power of building up organic t i s sues d i rec t ly from inorganic 
ma te r i a l s . They l i v e , grow and breed by taking up water and 
mineral substance from the so i l , carbon dioxide from the a i r and 
energy from the sun to form p lan t t i s s u e s . Ihe leaves of p l ^ t s are 
the most miraculous chemical l abora to r i e s in the world. From a 
l imi ted number of chemical elements draw from the so i l ^ d the 
a i r , p l a n t s bu i ld up a vas t array of grains , f r u i t s , f iber , flowers, 
t imbers, gums, essen t ia l o i l s , tannis , sugar, drugs, a lkaloids e t c . 
These chemical elements are known as •'Plant Nut r ien ts" , 
F e r t i l i z e r i s defined as 'any material* organic or inorganic, 
na tura l or synthet ic v^ich supplies one or more of the chemical 
elements required for p l an t growth, sixteen elonents are i den t i f i ed 
as essen t ia l elements for p l an t growth, of which nine are required 
in macro quan t i t i e s and seven in micro quan t i t i e s , 
(B) sss^Tt^ q;^#ipTs 




































Primary nu t r i en t s 
Secondary nu t r i en t s 
Micro nu t r i en t s 
Carbon, oxygen and hydrogen are supplied by a i r and 
water and are, therefore, not t r e a t e d as nu t r i en t s by f e r t i l i z e r 
Industry. Ihe main aim of Industry i s to provide the primary 
and secondary n u t r i e n t s which are required in macro and micro 
quan t i t i e s . 
The primary n u t r i e n t s are normally supplied through 
chemical f e r t i l i z e r s . They are Chemical Conpound containing 
one or more primary nu t r i en t s and are generally produced by 
chemical reac t ion . fitat#ver be the chemical* i t s most iniportant 
i agred ien t £or p lan t frt& t^ih i s the n u t r i e n t conteBt. 
The pr imary n u t r i e n t s a re n i t r o g e n , phosphorus aPd 
potass ium, however t h e i r c o n c e n t r a t i o n i n a chemical f e r t i l i z e r 
i s e3<pressed as t h e p e r c e n t a g e of t o t a l n i t r o g e n (N), a v a i l a b l e 
l?ho^horus"<f»^205) an^ s o l u b l e p o t a s h <K^K Thus ^paenium 
s u l p h a t e con ta in 21% N, s i n g l e super p h o ^ h a t e l e ^ p ^ O g and 
m u r i a t e of po ta sh 60% K^O* 
(C) GRADES QF FERTILIZER 
The grade of a f e r t i l i z e r i s e2$)ressed as a s e t of 
t h r e e number in t h e o r d e r o f p e r c a i t N, P2^5 ^^^ ^ 2 ^ ' 
I f a n u t r i e n t i s miss ing i n f e r t i l i z e r , i t i s r epresen te i 
by a z e r o . Thus ammonium s u l p h a t e i s r e p r e s e n t e d bu 21»0»0 and 
s i n g l e super phosphorus 0» l6 tO, Vtien a f e r t i l i z e r c o n t a i n s 
more than one n u t r i e n t , they a re shown in t h e g rade . The 
diaamraoniura phosphorus i s slX)wn as 18t46jO, i n d i c a t i n g t h a t 
i t c o n t a i n s 18% N, 46%p 0_ and no p o t a s h , s i m i l a r l y sulpha!^-
a n i t r o p h b s p h a t e i s shown as 15j 15» 15 i n d i c a t i n g t h a t tiie 
p roduc t con t a in 15% each of N, P^O^* and K^O. 
A v*iole r ^ g e of n i t r ogeneous , phospha te and N.P.K. 
F e r t i l i z e r s a re produced i n I n d i a . In t h e abse ice of any 
commercial source of po ta sh t h e e n t i r e requirement of p o t a s s i c 
f e r t i l i z e r i s i i t po r t ed . 
Fur the r i t i s i n p o r t g n t t h a t , when adding f e r t i l i z e r s 
to the s o i l , t h a t d i f f e r e n t c rops may r e q u i r e r e l a t i v e l y more 
©f ©ne element t haa a w ^ ^ e r b|rt a ba lahce between a l l t h e 
/ 
elements i s essQJitial. AS an instance, Brassicas (the cabbage 
fatiily) are gross ni t rogen feeders while root crops (e .g . carrot ) 
require far l e s s ni trogen ^ d an excess may be harmful. 
The elements needed t)y the p lan t are in the form of 
Various compounds, such as Ni t r a t e and Phosphate and may be 
supplied as a r t i f i c i a l f e r t i l i z e r s , viiich are manufactured. 
1 s t Group t 
Nitrogen i s mainly concerned with veg i t a t i ve growth, 
encouraging leaf and stem formation. I t i s also contained in 
chlorophyl the green colouring matter of the p l ^ t and one of 
the synptoms of ni trogen s tarvat ion i s a pa le green colour 
to the leaf/ ind ica t ing a lack of chlorophyl. Most of the 
Nitrogen compounds used are soluble and i t i s always wise to 
apply only l i t t l e efid required quant i ty . If given in l a rge 
doses, much i s wasted in' the s o i l . 
y 
Nitrogen f e r t i l i z e r s should not be given to any plant 
l a t e in the season, as €appy growth, eas i ly damaged by winter 
cold and f ros t s i s encouraged, s imilar ly at no time should 
l a rge quan t i t i e s be given to any p lan t , as t h i s r e s u l t in ah 
excess of leaf growth, which i s very suscept ib le to disease , 
sulphate of ^monia i s the most used inorganic 
Nitrogeneous f e r t i l i z e r and i s excel lent for spring used on 
seed beds, lawns and early crops and i t i s contained in most 
f e r t i l i z e r mixture. I t meiJces so i l acid in react ion and i f both 
lime and nitrogen are r©<gaired n i t ro -cha lk should be ased. 
Other ni t rogen f e r t i l i a e c ased are potassium n i t r a t e , which 
has the advantage of supplying two major elementis a t once i s 
veiy soluble , 
]^,bo^hQrous i s concernecl in the p l an t with the 
production of young c e l l s of the root and also encourages 
flower stf^ id f r u i t production and early ripening. ^Jost of the 
compounds are r e l a t ive ly insoluble (rendering absorbtion by 
p lan t d i f f i cu l t ) spd so l a rge amounts can be supplied without 
de le ter ious e f fec ts especial ly on acid s o i l s . 
Phosphorous i s generally applied to the so i l in the 
form of phosphate and among these super phosphates of limes 
i s quick act ing. More slow acting i s basic s lag, a by product 
of Steel Industry, sold as a fine black powder. This i s good 
for applicat ion to acid, wet s o i l s . 
Potassium, the t h i r d element i s e s sen t i a l for good 
flower and ripeness in f r u i t s . Desert spples, pota toes , 
ce rea l s aPd crops a l l need potash in some quantity and i f 
excess nitrogen has been applied a dressing of potash may 
counter balance the e f fec t , sulphate of potash i s the main 
inorganic compound in use, Murate of Potash (Potassium chloride) 
to which some crops are sens i t ives , i s much l e s s used. I t 
should be applied as a winter dressing before the crops i s 
shown to lose the itnpureties by weathering, sulphate of potash 
i s purer and may be applied during the growing season, 
Wbod ash contains va r iab le quan t i t i e s of Potassium and 
provided tha t the ash has not been washed by rain and the 
P#ti^ssi««a le«3hed out, i s a useful addition to the s o i l . 
ileraents required in l e s s e r quant i t i es in the p l an t »-
Calcium, a l t h i o u ^ required in sitieil quan t i t i e s in the 
p l a n t has profound ef fec ts on the s o i l . I t s main function in 
the p lan t i s in the production of the ce l l walls, but in the 
so i l i t helps to bind l i g h t s o i l s together aPd to make the 
s t ruc tu re of st icky c l ^ s o i l s f iner aPd more workable, s o i l s 
without Calcium are acidic and tend to lock up some elements 
in sp insoluble fiarm. Addition to calcium changes the ac id i ty , 
making i t s l i gh t ly a lkal ine or neut ra l and re lease the locked 
elements. 
Calcium i s applied as some form o r der ivat ive of 
Calcium Carbonate, ccsnmonly known a s / l i n e , Nviiich can be 
obtained in various forms. Hydrated o r slacked lime (calcium 
hydroxideji i s commonly used on clay s o i l s and chalk or ground 
lime stone on l i g h t e r s o i l s . 
Gypsum or Calcium sulphate, i s sometimes recommended 
to supply Calcium, nut i t s so lub i l i t y i s neg l i g ib l e . 
I l i r d Group 
In the Case of t race elements most s o i l s 
contain enough for the p lan t , but in c e r t a i n circumstances 
def ic iencies occur. Iron on very a lka l ine s o i l s i s insoluble 
and as i t i s e ssen t ia l for the profuction of chlorc^hyl. 
deficienoPf r i^st t l ts i n t h e c h l o r o s i s o f i ^e l e a v e s . I t can 
be r e c t i f i e d by g r a y i n g t h e l e a v e s with • s e q u e s t r ^ i e * . 
C h l o r o s i s i n B r a s s i c a s can be due t o de f ic iency of 
bo th niaggpese o r magnesium. Boron de f i c i ency , o f t e n occur ing 
on l i g h t c a l c a r e o u s s o i l s i s r e s p o n s i b l e for brown h e a r t of 
Cau l i f lower , I t can be r e c t i f i e d by applying borax to the 
s o i l . Zinc and copper de f i c iency a r e unusua l , 
(D) ORGANIC MANURE 
Most of t he d e f i c i e n c i e s a re f u l f i l l e d by o r g a n i c 
manure, v^ich c o n t a i n s a l l t he p l a n t foods n e c e s s a r y , wall 
r o t t e d farm yard manure from cows and p i g s i s by fa r t h e b e s t 
o rgan ic food, bu t i s s c r a r e now. P o u l t r y manure, viiich i s 
r i c h in s o l u b l e n i t r o g o i s a l t s i s e x c e l l e n t e i t h e r app l i ed t o 
t h e s o i l (not t o t h e growing crop for f ea r o f d a P ^ e ) o r 
conposed with s t r aw. 
There a re many good s u b s t i t u t e for animal mepure for 
Use in generous q u a n t i t i e s e . g . f a l l e n l e a v e s , seaweed, e t c . 
The rough o rgan i c mat te r g r adua l ly brea>is down to form humaPs, 
a s e s s Q i t i a l i n g r e d i e n t fo r b u i l d i n g up a r i c h s o i l s t r u c t u r e 
which a r t i f i c i a l f e r t i l i z e r s a lone do no t p r o v i d e . 
CHAPTER - II 
PRODUCTION AND SUPPLY 
PRODUCTION AHD CJ^ACITI 
Nitrogenous 
The t o t a l Capacity of Nitrogenous F e r t i l i z e r 
i n d u s t r y in p r i v a t e & P u b l i c s e c t o r shown in the Table, 
mi^fjM gERTZLIgERs PACTORrwr^S & ^PdWC'VlO^ 







E n d P r o d u c t 
Produc t Capac i ty Produ-




e d a c i t y ' 
produc t ion 
N ^2^5 
IN PROaUCEIlpN 
1. C.E.L. v i zag 
(A.P.) 
Pv t . 
2 . E. I .D. Pa r ry (India) 
Cannore 
3 . F.A.C.T. , Alwaye 
Pvt , 
Pub, 
4 . F.A.C.T. 
(Cochin-Phase I ) 
Kera la 
Pub 
5. F .A.C.T. , Afnbalamedu Pub 
(Cochin-Phase I I ) 
Kera la 
6 . F,C. I^ Pub, 
a. Go rakhp u r (UP) 
b . s i n d r i (Bihar) 
c . Ramagund^ (A.P.) 
d. Talchar (Orissa) 
7 . G. S. P.C. (Gujrat) P v t . 
Urea 




2 8 - 2 8 - 0 
1 4 . 3 5 . 1 4 
1 8 - 4 6 - 0 
iS>S 




2 0 - 2 0 - 0 
1 6 ^ 2 0 - 0 
A/CI 
2 5 1 . 0 
9 6 . 5 
5 1 . 5 
3 8 . 8 
1 9 8 . 0 
4 9 . 0 
1 3 2 . 0 
2 4 . 8 
1 7 6 . 0 
5 2 . 9 
4 9 . 4 
10 5 , 0 
3 6 . 5 
6 1 , 5 
1 0 . 2 
1 6 . 0 
(8) 
8 2 . 0 
(41) 
1 0 , 3 
(10) 




1 7 - 1 7 -
2 8 - 2 8 -
1 8 - 4 6 -
U r e a 
AS 
U r e a 
U r e a 




• 0 ) 
-0 ) 
- 4 6 - 0 
4 8 5 . 9 
2 4 4 . 9 
3 2 0 , 0 
4 9 5 . 0 
4 9 5 . 0 
3 6 4 , 0 
2 4 0 . 0 
1 0 8 . 0 
1 1 5 . 4 
4 5 . 9 
3 6 . 7 
1 3 0 . 1 
6 . 2 
5 7 . 9 
1 4 . 2 
2 5 9 . 5 
1 9 3 . 1 
9 3 . 2 
4 0 . 0 
(15) 
1 3 1 . 0 
(60) 
2 1 9 . 0 
(23) 
2 2 8 . 0 
(27) 
2 2 8 . 0 
(7) 
2 3 6 . 0 
(17 3) 
1 1 4 . 0 
(50) 
-
( - ) 
(") 
( - ) 
5 0 . 0 
(43) 
n/ci 8 . H a r i P e a : t ; i l l ^ l : s **- Tai>, 
Varan a s i C # A | -^  -'• 
a . B a r a u n i (B ihar ) 
b . Durgapur (W,B«) 
c . NajnraJi (Assaffi) 
l O . I . E . L . (Kanpur) U . P . ) P v t . u r e a 
4 l«0 6 . 2 10 .0 
Urea 
Urea 






6 7 5 . 0 
1 0 1 . 3 
7 6 . 3 
3 6 , 5 












( - ) 
1 ^ 
( - ) 
1 1 . I . F . F . C . O . Coop. 
a. K a P d l a / K a l o K G u j ) 
b . P h u l p u r (U.P. ) 
12.EX K o t h a r i 
13 . H . P . L . , M a n a l i 
( T ^ i l n a d u ) 
Pub, 
14. M . C . P . L . , Manga lo re P v t , 
( K a m a t a k a ) 
15 . N . F . L . 
a» Bla t indou-
b . Nangal (Punjab) 
P u b . 
r ) ^ r> (j^^^ry V • -. - ' 
16 . N . L . C , Mayve l i 
(Tamilnadu) 






U r e a 
P v t . A / C I 
Urea 
NP/NPKS 
1 7 - 1 7 - 7 ) 
14-28-14; 
2 8 - 2 8 - 0 ! 
18-36-0 ; 
11-22-22; 
24 r24 -24 : 




U r e a 
U r e a 
U r e a 
392,0 







2 2 . 1 
3,2 
210,0 1 4 8 , 9 
4 6 2 , 1 
6 0 , 9 
3 4 . 9 
182 .0 
5 1 1 . 5 217 ,6 
320.0 20 4,3 
33.0 156.0 
5 1 1 . 5 1 4 8 . 3 















7 0 , 0 
(62) 




1 7 . R . C E I J , , Tronnbay 
( M a h a r a s h t r a ) 
P u b . 
1 8 . S . A . I . L . Pub , 
a . B h i l a i (M.P.) 
b . Bukaro (Bihar ) 
c . Durgapur 
d. I . I . S . O . B u r r p u r 
K a l t i (W.B.) 
e . R o u r k e l a ( O r i s s a ) 
f. R o u r k e l a ( O r i s s a ) 
( F o r t P l a n t ) 
19 . G . E C , Kota (Raj) P v t . 
2 0 . S . P . I . C . , T u t i c o r i n 
(Tamilnadu) 
P v t . 
Urea 9 9 , 0 101 .2 i 
N i t r o p h o s -
p h a t e 
I S - 1 5 - 1 5 300.0 26 3.3! 
jpmonium 
N i t r o p h o s -








2 8 - 2 8 - 0 ! 









C i ^ ( 2 5 ? ^ ) 




3 6 . 3 
21 .2 
23 .0 






1 0 . 4 
5 .2 
1 1 . 9 
1 4 3 . 1 




7 . 5 
(5) 















( - ) 
8 3 , 0 
(58) 
2 1 . T. I . S . C . O.Jaimshec^ur P v t . 
(Bihar ) 
2 2 . Z . A . C . L . , s u n - C o l a P v t . 
AS 2 3 . 1 
Urea 340^0 
NP/NPKS 
2 8 - 2 8 - 0 \ 
19-19-0 I 150 .0 
18 -46 -0 j 
14-35-14) 
SSP/TSP/P e l fo r s 
s e c t o r w i s e C s o a c i t v 
P u b l i c 
P r i v a t e 
Coop, 
TotQl C a p a c i t y 
P r o d u c t i o n 
Capaci ty-
U t i l i s a t i o n 
( P e r c e n t ) 
1 5 . 4 
8 1 . 1 
Nrg . 
2 5 , 3 
8 .6 
-





2 8 3 1 . 1 
1399 .8 
493 .0 
47 35 . 9 
216 3 .9 
(53) 
~ 










8 5 1 , 5 
(65) 
I I . _ ^ 
1- G .N.U.P .C .^Bbaronob 
( G u j r a t ) 
P v t . Urea 594 .0 27 3.0 
2 . H.F.CJ.. HaldiaCw.B.) P u b . Urea 167 .0 152.0 7 5 . 0 
N i t r o p h o s -
p h a t e 
2 0 - 2 0 - 0 375,0 
3 . KRIBFDD, H a z i r a 
4 . R .C . FfcL. 
a. T h a l v a i s h e t 
( M a h a r a s h t r a ) 
Coop, 
P u b . 
b . Trombay (Maharash t r a ) 
5 . T u t i c o r i n a l k a l i P v t , 
Chemica l & F e r t i l i -
z e r s / T u t i c o r i n 
( T ^ i l n a d u ) 
U r e a 
U r e a 
^tftroonium 
C h l o r i d e 
Urea 
Urea 
U r e a 
^^nmonium 
c h l o r i d e 
363.0X4 345,0x2 -
495.0X3 345.0x2 -
6 6 . 0 
330.0 
1 5 . 5 
152 .0 
495.0X3 345.0X2 
330.0 152 .0 
6 6 , 0 1 5 . 5 
If 
i: 
j ^ t inmAP^wcTim OF_NITROGENDUS_FERIILIZERS 
(1951-52 to 1980-81 - j^pril-March : i n lOOotonnes) 
YEAR 
1 9 5 1 - 5 2 
1 9 5 2 - 5 3 
1 9 5 3 - 5 4 
19 5 4 - 5 5 
1 9 5 5 - 5 6 
1 9 5 6 - 5 7 
1 9 5 7 - 5 8 
1 9 5 8 - 5 9 
1 9 5 9 - 6 0 
1 9 6 0 - 6 1 
196 1-62 
196 2 - 6 3 
196 3 - 6 4 
196 4 - 6 5 
196 5 -66 
1 9 6 6 - 6 7 
1 9 6 7 - 6 8 
1 9 6 8 - 6 9 
1 9 6 9 - 7 0 
1 9 7 0 - 7 1 
1 9 7 1 - 7 2 
197 2 - 7 3 
197 3-7 4 
197 4 -7 5 
1 9 7 5 - 7 6 
1 9 7 6 - 7 7 
1 9 7 7 - 7 8 
1 9 7 8 - 7 9 
1 9 7 9 - 8 0 
1 9 8 0 - 8 1 
j^ puDonlivn 
su lpha te 
20 .6% N 
14D.3 
2 5 7 . 9 
256 .8 
332 ,4 
37 3 .1 
3 8 2 . 5 
393 .9 
3 9 2 . 1 
367.0 
399.0 
4 0 2 . 3 
4 2 2 . 2 
426 .0 
47 4 , 4 
449 .4 
4 3 8 , 4 
498,6 
57 5 , 3 
581 .8 
6 1 2 . 3 
5 9 9 , 1 
554 ,6 
57 4 .6 
5 8 9 . 4 
6 1 1 . 1 
5 8 6 . 5 
5 5 7 . 3 
508.6 
4 7 9 . 3 
436 ,2 
jpmonium 
sulp ha te 











2 1 , 3 
40 ,0 
53 ,2 
6 2 . 2 
47 .2 
4 7 . 8 
5 2 . 3 
6 0 . 0 
6 0 , 9 
49 .2 
4 2 . 8 
41 .8 
3 0 , 4 
5 7 . 5 
48 .7 
2 6 . 7 
2 1 . 3 
















3 , 8 
1 1 , 8 
1 3 , 5 
18,7 
1 9 , 1 
1 7 . 9 
2 7 . 5 
141 .0 
2 9 0 , 9 
47 3,2 
8 2 8 , 6 
1996 ,2 
12 3 6 , 1 
1417.7 
1406 .8 
17 34. 3 
2196 .7 







N i t e r a t e 
2 5 % N 










5 1 , 3 ^ 
2 2 8 , 1 ^ 
331 .7^ 
498 , 1^ 
555, 6i5 
50 3 ,1b 
5 4 0 , 9 ^ 
3 3 7 . 8 ^ 
1 8 0 , 0 ^ 
3 , 0 ^ 
317.2 
4 1 1 . 5 
4 1 9 . 3 
4 3 1 . 3 
4 0 6 . 5 
6 1 7 . 5 
6 3 8 , 2 
5 0 9 , 3 
5 5 8 , 8 
4 6 5 . 3 
347 .4 
jpinonium 










3 . 4 
1 0 . 3 
11 .2 
10,6 
1 4 . 3 
11 .9 
1 6 . 4 
1 4 . 5 
1 5 . 4 
1 7 . 2 
1 2 . 9 
2 2 . 1 
1 8 . 4 
1 3 . 9 
13.7 
10 .2 
1 5 . 5 
17.6 
16.7 
1 7 . 9 
12.7 
1 8 . 9 
ID THJ 
——~—"^  
2 8 . 9 
5 3 . 1 
5 2 . 9 
6 8 . 5 
7 6 . 9 
7 8 , 8 
8 1 , 1 
8 0 , 8 
8 3 , 7 




2 3 5 , 3 
2 2 6 , 9 
2 8 5 , 3 
37 4 .0 
479 . 9 
6 2 5 , 3 
7 2 5 . 6 
8 0 7 . 4 
886 ,7 
8 8 9 , 4 
10 3 0 . 1 
1300,0 
1 6 0 8 . 8 
16 5 9 . 3 
1769 .8 
18 3 4 . 5 
17 58 .7 
A - Por a g r i c u l t u r a l ipurposes only 
to - This figiare i s for 20.5% N Grade. 
j«l.L INDIA pro DUCTION OF N & P O5 
f l 
(1951-52 ID 1 9 8 0 - 8 1 i n 1000 Ibnnes ) 
Yea r T h r o u ^ Through lOTiflj* 11:irDugh Through 














196 2-6 3 


















2 8 . 9 
5 3 . 1 
5 2 . 9 
6 8 , 
7 6 . 
7 8 . 
8 1 . 
8 0 . 8 
8 3 . 7 






28 5 , 3 
37 4 .0 
4 7 9 . 9 
6 2 5 . 3 
7 25 .6 
8 0 7 . 4 
886.7 
8 8 9 . 4 





1 8 3 4 . 5 










2 . 1 
1.5 
4 . 5 




8 3 . 1 




1 6 0 . 5 
1 5 6 . 5 
2 0 8 . 0 
253 .6 
3 4 0 . 5 
40 3 .2 
389 .8 
405 .2 
2 8 . 
53, 
52, 
6 8 . 
76, 
7 8 . 8 
8 1 . 1 
8 0 . 8 
8 3 . 7 
1 1 2 . 0 
1 5 4 . 3 
194 .2 
2 1 9 . 1 
243 .2 




7 3 0 . 6 
832.5 
9 4 9 . 2 
1 0 5 4 , 5 
10 4 9 . 9 
1186.6 
1508.0 
186 2 . 4 
1999 .8 
217 3 .9 
22 2 4 . 3 
2 1 6 3 . 9 
9 . 8 
7 . 4 
13 .8 
1 4 . 3 
1 2 . 4 
17.6 
2 5 . 3 
31 .0 
5 1 . 4 
5 2 . 4 
6 2 . 3 
8 6 . 5 











1 3 4 . 9 
7 5.0 
127.0 
1 6 1 . 3 










9 . 8 
12.6 
24 .7 
4 9 . 4 
10 2 , 5 





1 9 6 , 3 
244,7 
3 5 1 . 3 
508.6 
9 . 8 
7 . 4 
13 .8 
1 4 . 3 




5 1 , 4 
53,7 
6 5 .4 
8 8 . 3 
107 .8 
131.0 
1 1 8 . 8 
125 .7 
1 6 7 . 5 
1 2 3 . 3 
1 2 7 . 9 
151 .6 
2 3 0 , 1 
247.8 




357 .€ ' 
4 3 1 . 5 
5 2 9 . 3 
70 5 . 3 
(*) E x c l u d e s N meant f o r n o n - a g r i c u l t u r a l p u r p o s e s . 
NOTE t E n t i r e r e q u i r e m e n t s o f K^O i s met t h r o u g h i r r p o r t s . 
Source s F e r t i l i z e r s S t a t i s t i c s . 
tl-
The to t a l Ccpacity of Phospatic F e r t i l i z e r Industry 
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21 
Y e a r 
S i n g l e s u p e r p h o s p h a t e 
^<a p e l o f o s m a t e r i a l 























197 3-7 4 









6 1 . 3 
4 6 . 5 
8 6 . 4 











s u p e r p h o s -
p h a t e o t h e r 








5 4 0 . 5 
637 . 
7 4 5 , 
66 4, 
7 47. 
9 4 9 . 1 
6 6 4 . 5 
6 0 9 . 4 
6 1 3 . 0 
7 7 3 . 0 
7 8 1 . 9 






4 6 1 . 3 ( 1, 
7 7 9 . 3 ( 1. 
9 8 7 . 6 
1 0 8 1 . 3 ( 3 4 . 5 ) 
10 3 3 . 1 ( 1 6 . 8 ) 
1 0 8 5 . 0 ( 2 2 . 1 ) 
6 . 1 
10.6 
2 4 . 2 
3 1 . 3 
14 .7 
1 2 . 4 
7 . 9 
2 .6 
0 . 4 
1.6 
7 . 0 
3 4 . 5 + 
1 6 . 8 + 
2 2 . 1 + 
NUtr i . 
e n t s 
w. s . 
P 2 0 5 
9 .8 
7 . 4 
13 .8 
1 4 . 3 
12 .4 
17 . & 
2 5 . 8 
31.0 
5 1 . 4 
5 2 . 4 
6 2 . 7 
8 6 . 5 
10 3 . 1 
121 .2 
1 0 6 . 2 
121.0 
1 5 7 . 5 
108 .9 
99 .8 
9 9 . 5 
124 .2 
1 2 5 . 1 
12 5 . 5 
1 3 3 . 8 






T r i p l e s u p e r p h o ^ h a t e 
m a t e r i a l o f g r a d e . 
46% W.S. 
^ 2 ^ 5 
0 . 6 
4 . 1 
7 . 5 
5.8 
7.7 
4 . 9 
3.0 
2 . 5 
2 . 1 
1.8 
7 . 2 
19 .6 
2 2 . 4 
4 3 . 5 
N u t r i e n t 
W.S. P2O5 
0 . 2 
1.8 
3 . 4 
2.6 
3 .5 




0 . 8 
3 . 3 
9.0 
10 .2 
2 0 . 0 
ItotaJ; 
N u t r i -
e n t s 
P2O5 
s t r a i g h t . 
9 . 8 
7 . 4 
13 .8 
1 4 . 3 
1 2 . 4 
1 7 . 6 
2 5 . 8 
31,0 
5 1 . 4 
5 2 . 4 
6 2 . 7 
8 6 . 5 
10 3 . 1 
121 ,2 




10 3 .2 
10 2 . 1 
127 .6 
1 2 7 . 3 








IMPORT OF FERTILIZERS 
The Table given belov; shows the i n p o r t of d i f f e r a i t 
k ind of s e r t i l i z e r s . The c o u n t r i e s from which Inipo±s were 
made a r e U.S.S.R. , I t l y , west Germany, Canada, Saudi AEs^ia, 












































































source t Psrtilizer statistics 1981. 
23 
fiah INDIA CONSUMPTION OF NP^O AND K^O. 
YEAR 
.-T 
1 9 5 1 - 5 2 
1 9 5 2 - 5 3 
1 9 5 S - 5 4 
1 9 5 4 - 5 5 
1 9 5 5 - 5 6 
1 9 5 6 - 5 7 
1 9 5 7 - 5 8 
1 9 5 8 - 5 9 
1 9 5 9 - 6 0 
1 9 6 0 - 6 1 
196 1-62 
1 9 6 2 - 6 3 
196 3 - 6 4 
196 4-6 5 
196 5 -66 
1 9 6 6 - 6 7 
1 9 6 7 - 6 8 
1 9 6 8 - 6 9 
1 9 6 9 - 7 0 
1 9 7 0 - 7 1 
1 9 7 1 - 7 2 
197 2 -7 3 
197 3 - 7 4 
197 4 - 7 5 
197 5-76 
1 9 7 6 - 7 7 
1 9 7 7 - 7 8 
1 9 7 8 - 7 9 
1 9 7 9 - 8 0 
1 9 8 0 - 8 1 
N 
5 8 . 7 
5 7 . 8 
8 9 . 3 
9 4 . 8 
1 0 7 . 5 
1 2 3 . 1 
1 4 9 . 0 
1 7 2 . 0 
2 2 9 . 3 
2 1 1 . 7 
2 4 9 . 8 
3 3 3 . 0 
3 7 6 . 8 
5 5 5 . 2 
57 4 . 8 
7 3 7 . 8 
10 3 4 . 6 
1 2 0 8 . 6 
1 3 5 6 . 0 
1 4 7 9 . 0 
1 7 6 8 . 0 
18 3 9 . 0 
1 8 2 9 . 0 
176 5 .7 
2 1 4 8 . 6 
2 4 5 6 . 9 
2 9 1 3 . 0 
3 4 1 9 . 5 
3 4 9 8 . 1 
3 6 7 8 . 1 
P 2 ° S 
6 . 9 
4 . 3 
8 . 3 
1 5 . 0 
1 3 . 0 
1 5 . 9 
2 1 . 9 
2 9 . 5 
5 3 . 9 
5 3 . 1 
6 0 . 5 
8 2 . 8 
1 1 6 . 5 
1 4 8 . 7 
1 3 2 . 5 
2 4 8 . 8 
3 3 4 . 8 
3 8 2 . 1 
4 1 6 . 0 
5 4 1 . 0 
5 5 8 . 2 
5 8 1 . 3 
6 4 9 . 7 
4 7 1 . 5 
4 6 6 . 8 
6 3 4 . 9 
8 6 6 . 6 
1 1 0 6 . 0 
1 1 5 0 . 9 




3 . 3 
7 . 5 
1 1 . 1 
1 0 . 3 
1 4 . 8 
12 .8 
2 2 . 4 
2 1 . 3 
29 .0 
28 .0 
3 6 . 4 
50.6 
6 9 . 3 









3 3 6 , 1 
2 7 8 . 3 
318 .2 
506.2 
5 9 1 . 5 
6 0 6 . 4 
6 2 3 . 9 
Total 










2 3 9 . 9 
3 3 8 . 3 
452 .2 
5 4 3 . 9 
77 3.2 





22 56 .0 
26 5 6 . 9 
2 7 6 7 . 9 
28 38.6 




5 1 1 5 . 9 
52 5 5 . 4 
5515.6 
CHAPTER ~ III 
DEFINITION OF COOPERATIVE MARKETING 
wV 1 * 
DEFINITION OF COOPERATIVE MARKETING 
1^  market ing cxDoperative i s a vo lun ta ry b u s i n e s s 
o r g a n i s a t i o n which i s formed for c o l l e c t i v e purchase and s a l e . 
"Cooperat ive market ing means working t o g e t h e r for mutual b e n e f i t 
i n solving market ing problems coope ra t i ve market ing o r g a -
n i s a t i o n s are b u s i n e s s e n t e r p r i s e s " . P rof . H,H, Bakken and 
Dr. H.A. Schaars have g r e a t l y emphasised t h e commercial aspec t 
of t he o r g a n i s a t i o n " , A coopera t ive s a l e s a s s o c i a t i o n i s a 
vo lun ta ry b u s i n e s s o r g a n i s a t i o n e s t a b l i s h e d for the purpose of 
c o l l e c t i v e marke t ing , such a s s o c i a t i o n i s owned and o p e r a t e d 
by member parj t rons for t h e i r d i r e c t b e n e f i t . I t s immediate 
purpose i s to o b t a i n for i t s member the h i g h e s t farm p r i c e ; 
i t s u l t i m a t e aim i s to e l e v a t e the p lan of l i v i n g on farms. 
Cooperat ion in market ing i s a b u s i n e s s under tak ing amenable 
to t h e economic fo rces bu t n o t to a l l t h e t r a d i t i o n s , codes 
and p r a c t i c e s which effect: p r i v a t e commercial e n t e r p r i s e " , 
Dr, J , P , Niyogi has ejcplained the aim of t h e coope ra t ive 
market ing i n the fol lowing words t 
"The aim of coope ra t i ve market ing s o c i e t i e s i s to 
K. 
establis<S market ing c o n d i t i o n s by means of o r d e r l y and 
r e g u l a t e d supply of corrmodities coope ra t ive s o c i e t i e s 
WDrk through laws of supply and demand. They do not seek to 
e l emina te t h e o p e r a t i o n of such forces* but merely he lp in 
the b e t t e r adjustment of supply o f ^ e m ^ i d / 6 v e r a given p e r i o d 
of t i m e " . 
25 
P o l i t i c i a n s have looked upon cooperation as a 'Modus 
Operandi* of t h i s own phi losophies . Some bel ieve tha t 
cooperation can give a sound footing to capi ta l ism by ^leminap-
t ing i t s excesses. Others hold tha t cooperation i s a peaceful 
and s i l en t method of es tab l i sh ing sociolism. There are a^few 
who feel tha t a cooperative commonwealth cannot only toocn out 
faxcisra but i t c a n ' t also a r r e s t the march of communism and in 
/ th i s Way i t c^n save a nation from the excesses of the two 
extremes. 
Balcken and Schaars have careful ly examined the d i s t i n -
ction between coopereftism and o ther p o l i t i c a l theor ies in the 
following words - "Cooperatism i s not sociolism, communism, 
fascism or Ccpitalism, Cooperatism can be described as a 
synthe^sis of several plans of economic organisat ion in some 
Ways i t resembless l a i s s e z . f a i r capi tal ism can be described 
as a synthesis of several p lans of economic orgepnisation in 
some Ways i t resembless l a i s s ez f a i r capital ism and to some 
extent socioldsm, b u t i t d i f fe rs from both of these su f f i c i en t ly 
to make i t a dist inct j and independent system. I t i s d i s t i ngu i -
shed from these o ther systems by i t s objec t ives and p r i n c i p l e s 
ra ther than by i t s operat ing methods. I t i s not " jus t another 
bus iness" . Like the c a p i t a l i s t i c organisat ion in America, i t 
operates under the p r i n c i p l e s of l a s s i e z fa i re in which 
competition and Government regula t ions are r e l i ed upon, and 
l i k e the^goci<|l,jLstic organisa t ion i t abolishes the p r o f i t 
u 
motive md e sp i res tx> give to the members of a l a rge r share 
ef the #t33suraer's p r i c e . The changes i t raaKe in the ordinary 
fc|P«B of corporate organisat ion are in conformity with i t s 
ecSBomic 0l?jectives» Cooperation modifies the extremes of 
Ccpitalism, farcism and sociolism. I t occupies in many 
respects a middle course and i s ne i ther conservative nor 
r ad i ca l . I t i s l i b e r a l movement^ p r a c t i c a l in appl icat ion 
and i d e a l i s t i c in purpose. 
The t i l l e r of the so i l can inprove h i s l o t ^ d h i s 
business by organising a cooperat ive. The main concern of 
a farmer i s to purchase h i s requirments at the lowest p r i ce 
and to s e l l h i s produce at the highest p r i c e . Under cortpeti-
t i v e condit ions, he wil l not be able to doso i f he has no 
organisa t ion . Under monopolistic conditions/ though there 
maybe economy in production there i s no c e r t a i n i t y that the 
farmer would get a higher p r i ce for h i s produce or t h a t the 
farmer would get a higher p r i ce for h i s produce, there i s no 
c e r t a i n i t y .or t ha t the consumer would get commodities a t 
lower p r i c e , Ej$)erience of the recent war bears testimony to 
the fact tha t under QDvemment regula t ions of business, p r i va t e 
en te rpr i se places great obs tac les in the way of proper d i s t r i -
bution of essen t ia l commodities due to vdiich the i n t e r e s t s of 
both the producers ahd consumers suffer . During the war there 
were ennumerable eva^sons of the Government regulat ions regar-
ding the supply of essentiajL commodities. Black marketing and 
p ro f i t ee r ing were raR^aPt, Though on p r i n c i p l e Oovernment 
regulat ion can go a long way to solve the problems, the 
pro4»o©rs and the consumers looked askance a t i t and condemned 
i t out r i gh t . The prime n e c e s s i t y . t h e r e f o r e . i t to develop a 
r — — - : / / 
s j s tem by which t h e p roduce r s may acqui re a / b e t t e r b a r g a i n i n g 
Capaci ty and t h e consumers may reap t h e f r u i t s of c o l l e c t i v e 
p u r c h a s e , A coope ra t ive s o c i e t y i s t h e b e s t o r g a n i s a t i o n for 
t h e pu rpose . I t i s h igh ly s u i t a b l e for the d i s t r i b u t i o n of 
e s s e n t i a l commodities and can enable t h e Government to stunp 
o u t b l ack marke t ing , 
OBJECTS OF. COOPERATIVE MARKETING 
Tlie pr imary o b j e c t of a market ing coope ra t i ve i s to 
secure a j u s t r e tu rn to the p roducer ^ d a f a i r t r ea tment to 
t h e consumer. I t t r i e s to harmonize p roduc t i on and oonsuitption 
and to make a b e t t e r adjustment between supply and demand. I t 
can work succes s fu l l y wi th in t h e frame work of a coopera t ive 
system and can do a;ay wi th i t s d e f e c t s . 
Then c o l l e c t i v e ba rga in ing enab les t h e members to g e t 
a f a i r deal in the market . Both t h e consumers smd the p r o d u c e r s 
a r e ab le to purchase and s e l l a t favourab le p r i c e s . The middls 
men's p r o f i t i s cons ide rab ly reduced. 
Bes ides , a coope ra t ive market ing s o c i e t y does n o t aim 
a t e l e n d n a t i n g middlemen's s e r v i c e s . Middlemen may go wi th 
t h e c o o p e r a t i v e s . A coope ra t i ve o r g a n i s a t i o n , in f ac t , t r i e s 
t o lower t h e c o s t of p roduc t ion and eleminate)^Waste, 
2S 
Mbireover/ an ordinary cu l t i va to r has no means of 
obtainiJ:ig relevant market information, A marketing cooperative 
undertakes the work of dissemination of market information 
vAiichL crea tes informed and they t ry to understand the market 
condi t ions . 
Again the cooperatives aim at the extension of markets 
and an enhancement of marketing eff ic iency. They grade the 
produce of the members according to ce r ta in standards. That 
i s vftiy they are able to command a good sal© in d i s t an t markets. 
Proper arrangements are made for the advertisement of t h e i r 
products . Ihey are able to e s t ab l i sh business contacts with 
s imilar cooperative elsewhere. In foreign countr ies too they 
can have a good business . 
Yet again, a marketing cooperative i s expected to make 
provision for adequate storage f a c i l i t i e s . Such f a c i l i t i e s 
vould give a grea ter waiting capacity to the members. Then 
the, produce can be disposed off in a favourable market. 
Meanwhile the cooperative may make a p a r t payment to the 
members on the secur i ty of the produce s tored. 
In addi t ion to t h i s , the agr icu l tu ra l marketing 
cooperative can make a subs tant ia l contr ibut ion to ag r i cu l tu ra l 
irrproveraents. They can bring about an irrprovement in the 
technique of ag r i cu l tu ra l production and can eas i ly help the 
farmers to take advantage of the research work in tha t l i n e . 
M ^ tl ie coope ra t ive can take up the development vvork 
in t h e v i l l a g e s and can ma^ ce p r o v i s i o n for t r a n s p o r t f a c i l i t i e s . 
F ina l ly* t h e coope ra t i ve s a l e s o c i e t i e s c^ c o o r d i n a t e 
t h e i r bujsine&s vjith c r e d i t s o c i e t i e s ^ d <:one«iner's s t o r e s . 
The i r l i n k i n g with the consumer 's s t o r e s vjould b r idge the 
gul f between t h e p roduce r s and the consumers. The unnecessary 
middlemen would be allowed o u t and t h e i r p r o f i t s would be 
shared between t h e p r o d u c e r s and t h e consumers. I f the s a l e 
goes with c r e d i t , t he farmers would be in a p o s i t i o n to make 
punc tua l repayment of t h e i r l o a n s , A c r e d i t soc i e ty may advance 
loan to a farmer, vAiile a s a l e s o c i e t y may r e a l i s e t h a t amount 
ou t of h i s s a l e p roceeds and maymake thepayment d i r e c t to the 
c r e d i t s o c i e t y . Thus t h e repayment of the l o a n s would be 
in t ime . 
In s h o r t , a market ing coope ra t i ve t r i e s to c r e a t e a 
s p i r i t of mutual he lp among the p roduce r s and t h e consumers 
and to make purchase and s a l e more smooth, 
THE ESSENTIAL PRE-RECiUlSlTS 
Before t h e s e t t i n g up of a coope ra t i ve market ing 
s o c i e t y , i t i s necessa ry t o c r e a t e c e r t a i n c o n d i t i o n s favourable 
for i t s s u c c e s s , ihe fo l lowing a re t h e e s s e n t i a l p r e - r e q u i s i t e s 
for t he o r g a n i s a t i o n of a market ing c o o p e r a t i v e , 
/ 
(a) The object of the organisation should be definite; 
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(b) There should be a suf f ic ien t volume of business . R)r 
instance, the producers should produce l a rge quep t i t i e s 
of commodities v^ich they wish to s e l l co l lec t ive ly ; 
—(c) There ^©uld be somebody to l ead . So far as poss ib le , 
the leader should be from amongst the members; 
(dj) The members should appreciate the need for a cooperative 
enterprise; ' 
(e) The members should understand the p r i n c i p l e s of coopera-
t i on . Theyshould pledge t h e i r loyal ty to the marketing 
cooperat ives . 
(f) I t should be decided in the biginning Whether the coopera-
t i v e shall deal with one commodity or a number of 
commodities; 
(g) The re la t ionship between a sa le society, a c r ed i t society 
and a consumer's s tore should be decided upon at the very 
outsefi. 
Then, the following information should be gathered t 
(a) I s there any monopoly of production or sa le of the commodity 
tobe handled? I f so, a cooperative should be organised 
very cautiously; 
(b) I s there free c»npeti t ion in the market? A cooperative 
Can work successfully under competitive conditions? 
(c) I s there a considerable difference between the p r i ce pa id 
by a consumer and the p r i ce received by a producer? The 
grea ter the difference, the grea ter i s the need for an 
organisation^ 
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( ^ i l^t t he middlemen very s t rong? Are they doing hones t 
se rv ice? A coopera t ive can e a s i l y s t and a g a i n s t s t rong 
and d i shones t middlemen^ 
(e) Will i t be remunerat ive tojhave a market ing soc ie ty? What 
w i l l be t h e c o n t r i b u t i o n of such an o r g a n i s a t i o n ? 
I f r e p l i e s to t h e s e ques t i ons a re s a t i s f a c t o r y , e f f o r t s 
should be made to secure adequate c a p i t a l and to s e t up a 
market ing c o o p e r a t i v e , 
FINANCIAL POX.ICY 
The fo l lowings a re t h e d i f f e r e n t sources from which 
a market ing coope ra t i ve draw upon for money to meet i t s 
expend i tu re : 
(a) Share c e p i t a l ; 
(b) Loans; 
(c) Deposi ts ; 
(d) s e c u r i t i e s ; 
(e) Reserve and o t h e r funds; 
(f) Receip t from s a l e of goods; 
(g) P r o f i t ; and 
(h) Government G r a n t s . 
A market ing soc i e ty should adopt a p o l i c y of p r o g r e s s i v e 
development of i t s f i n a n c i a l r e s o u r c e s . In t h e beginning , i t 
mayhave to face cons ide rab ly f i n a n c i a l h a r d i e s ^ d may have to 
seek Government h e l p , bu t u l t i m a t e l y i t should s t and on i t s own 
S2 
l e g s . The members may be asked to maise f u l l payment of t h e 
v a l u e of t h e i r s h a r e s , small sav ings should be encouraged 
so t h a t t he d e p o s i t s may go up. I f necessa ry , l oaPs maybe 
taken from the h i g h e r cooperative^ agar ic les . In days o-i 
p r o s p e r i t y , the market ing coopera t ive should b u i l d s t rong 
r e s e r v e s , 
PRICE POLICY 
A market ing coope ra t i ve should no t s e l l goods on 
c r e d i t . All t r a n s a c t i o n s should be in cash . 
Goods should be so ld a t t h e market p r i c e . I f a 
consumer 's s t o r e s e l l s comtrodities a t a lower p r i c e , i t 
would c r e a t e t r o u b l e for i t s e l f . The d i v i d e n t s , however 
should be d i s t r i b u t e d in o r d e r to give them an i n c e n t i v e to 
purchase from t h e s t o r e , 
A market ing coopera t ive may l i k e to s e l l the produce 
of the members in a favourable market a f t e r h o l d i n g i t for 
some t ime . Under such c o n d i t i o n s , i t should no t pay f u l l 
p r i c e to the members. A p a r t time say 75% of t h e market p r i c e 
may be made iiwnediately a f t e r r ece iv ing the p roduce . The 
ba lance should be p a i d a f t e r t h e produce i s d i sposed of in 
t h e market , I h i s would cover t h e r i s k s in p r i c e f l u c t u a t i o n s , 
HDwever,. t h e produce should n o t be h e l d fo r a long time in 
o r d e r t o avoid b i g r i s k s . I t does not mean t h a t a coope ra t ive 
should t ake to s g e s a l a t i o n . The o b j e c t should be s a l e s ove r 
t h e wh©le of season in o r € e r t o o b t a i n t h e c o s t p r i c e . 
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j^. ODoperative marketing organisat ion may e i t h e r s e l l 
tile produce of a member acoording to h i s wishes or pool i t 
with the produce of the other members and dispose i t of a t a 
time c^d Ite a inanner considered s u i t ^ l e by i t s mefiageraent. 
Pooling inp l i e s a njingling of the products of many producers 
for the Sake of obtaining a higher return for them. 
There are mainly the following tvo types of Pooling : 
(a) Indiscriminat inq Pooling 
The whole of the produce brought by the members i s 
physical ly mingled and there i s no indenti ty of the l o t s 
supplied by the d i f fe ren t members. I t i s only af ter mincing 
t h a t the produce i s graded according to some es tab l i shed 
standards. The grading enables a cooperative to getch higher 
p r i c e s in the market. Each member i s pa id an average sa le 
p r i c e i r r e spec t ive of the qual i ty of the produce tha t he 
suppl ies . This " c rea tes a serious problem, A superior 
producer would not ge t the benefi t of the higher grades of 
h i s produce, while an in fe r io r producer woul<3 get a premium 
on his produce of a lower grade, Ihe r e s u l t would be tha t the 
superior producers would e i t h e r withdraw themselves from the 
market or take to the production of stuff of a lower qua l i ty . 
This would hanper the production considerably, A marketing 
cooperative would be the cent ra l l i nk as i t would be connected 
with the c red i t cooperative on one side and the consumer's 
s t o r e r Qn the o t h e r . The loan advanced by a c r e d i t society 
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can be ©asilY r ea l i s ed oufeof the saL© proceeds of a marketing 
socie ty . iU-so, a marlceting cooperative may s e l l the goods - -
pxodoced t^ the-aerabers dixected^ to ^the consumers s t o r e s , such 
coordination would not lead to a balanced development of the 
cooperatives, but also to a g rea te r d i sc ip l ine in t h e i r dealings 
apd a oonsiderat>le economy in the business . The producer 
would get a higher p r i ce £or h i s produce and the consumer 
would get commodities of good qual i ty a t f a i r p r i c e s . The 
p r o f i t t ha t now goes toa long chain of middlemen, vould be 
shared by both the producers and the consumers. The producer ' s 
cooperatives in the v i l l age wil l come ind i r ec t contact with 
the consumer's cooperatives in the towns and the unnecessary 
middlemen would be completely el iminated. 
A EDERATIONS 
A federation i s a source of s t rength to a smaller un i t s 
and enables them to organise t h e i r business on s c i e n t i f i c l i n e s . 
The primary soc i e t i e s should be federated into Marketing Union 
and the unions should be in tegera ted into a provinc ia l market 
federat ion. The federation of d i f fe ren t provinces should be 
l inked to an ^11 India Cooperative Marketing Association, A 
Provincial Federation should come the p ivo t the cooperative 
marketing movement and should d i rec t i t in the r igh t d i r ec t ion . 
In a country where the cooperative movement i s i n i t i a t e d by 
the Government and f lour ishes because of i t s patronage, 
federat ions play an in|>o£tant ro l e . 
H, mjstlceting f e d e r a t i o n can help t h e p r o d u c e r ' s 
o r g a n i s a t i o n and the consumer 's s t o r e s to e s t a b l i s h b u s i n e s s 
c®titacts wi th each o t h e r . Besides i t , can a f fo rd to employ 
e3<perts and to develop f a c i l i t i e s for r esea rch and t raining, 
^ r e o v e r , t h e s t a t e can g ive h e l p t o the pr imary p roduce r s 
thzxsugh t h e f e d e r a t i o n . I t i s very convenient fo r t h e 
Government to g ive a lurtp sum grafit to a f e d e r a t i o n which may 
be made r e s p o n s i b l e for i t s s u i t a b l e d i s t r i b u t i o n among the 
small p r o d u c e r s . In add i t i on to a l l t h i s a f ede ra t ion can 
help a cocpe ra t i ve soc i e ty f i n a n c i a l l y at t he t ime of need and 
can save i t c o l i c s . The l a s t but no t l e a s t in inpor t ance i s 
t h e f a c t t h a t a f e d e r a t i o n can deal with s i m i l a r f e d e r a t i o n s 
in o t h e r S t a t e s and in o t h e r c o u n t r i e s and t h u s i t may extend 
the marke t s . 
INPORMATION 
The disseminat ion of market informat ion should bsone 
of the main func t ions of t h e c o o p e r a t i v e s , A f ree flow of 
information i s v i t a l to c o l l e c t i v e a c t i o n . I f t h e r e i s an 
o b s t r u c t i o n in the t r ansmis s ion of i n t e l l i g e n c e from one u n i t 
to ano ther t h e r e may be s e r i o u s consequences on the whole 
c o o p e r a t i v e o r g a n i s a t i o n , I h a t i s v^y, a market nefes s e r v i c e 
should be s e t up so t h a t the market ing coope ra t i ve s may g e t 
informat ion regard ing the l a t e s t methods of p roduc t i on , 
p r o c e s s i n g and s a l e and keep themselves in touch ' i w i t h the 
movement of p r i c e s in the marke t s . 
The knowledge of coope ra t i ve p r i n c i p l e and market news 
should r ad i*^e f^ ^W th© market ing f e d e r a t i o n s . I n f a c t , a 
federation ca" eas i ly take up the vgork of advert is ing tVe 
profSucts of the cooperatives, i b r a small concern, propaganda 
and advertisement may prove too cost ly , but t h i s cannot be 
said of federat ion, • 
The members sometimes expect too much from the marketing 
cooperat ives. Ihey should not ignore the l im i t a t i ons of such 
organisa t ion. 
A marketing society cannot fix p r i c e s a r b i t r a r i l y . I t 
has got to keep in view the market condi t ions , A cooperative 
i s not a monopoly. I t i t s j u s t ah organisat ion to secure a 
fa i rdeal for the members bymeefis of co l l ec t ive bargaining. 
A cooperative marketing organisat ion cannot el iminate 
the middlemen a l toge ther . I t can however, bring t h e i r charges 
by crea t ing a hea l t h i e r atmosphere in the market. 
Cooperative marketing i s not sui table for la rge scale 
production. I h i s i s because i t csfinot provide an incentive of 
p r o f i t making, on the o ther hand i t i s highly su i tab le for 
small producers specia l ly the c u l t i v a t o r s and the cottage 
workers. 
The i n v e r t i a of the masses i s ^lother l i m i t a t i o n s . 
The i l l i t e r a t e people, who do not understand the p r i n c i p l e s 
of cooperation are eas i ly misled by the p r i va t e dealers ahd 
thus theybecome M t f e r l y c r i t i c a l of t he marketing cooperat ives. 
I F F C 0 
j ^ a l l India Cooperative socfety was reg is te red on 
N&vember 3^  1967 under the name of Indian Farmers F e r t i l i z e r 
Cooperative Limited (IFFCO) with the purpose of taKing up 
la rge scale manufacturing and d i s t r ibu t ion of chemical 
f e r t i l i z e r s . In the i n i t i a l formation of the society the 
following 10 s t a t e s pa r t i c i pa t ed :-
(1) APdhra Pradesh, (2) Gujarat, (3) Haryaha, 
(4) Kamatal<a, (5) Madhya Pradesh, (6) Maharashtra, 
(7) Punjab, (8) Raj asthan, (9) Tamilnadu, (10) Ut tar Pradesh, 
The p r i n c i p l e of share p a r t i c i p a t i o n was tha t the product 
be shared by the respect ive State Cooperative system in 
proportion to t h e i r share holding in the socie ty , subsequent 
to the i n i t i a l formation the s t a t e s of Bihar, west Bengal, 
Orissa, Kerala, Jefnmu & Kashmir, Hiraachal Pradesh and three 
Union l e r r i t o r i e s namely Delhi, Chandigarh and Pondichary 
have also become p a r t i c i p a n t s . The Registered Office of the 
Society i s at New Delhi. 
CaPITj^ OUTLAY 
The authorised capi ta l i s Rs. 200 crores of which 
Rs. 84.17 crores i s subscribed and Rs. 83.83 crores i s paid 
up. Itie Capital resources of the society as on June 30, 1981 
are as follows : 
Phase- I N.P.K. January l , 197 5 
P h a s e - I I N.P.K. September 6 , 1981 
^hu lpu r 
Ajranonia March 28, 1981 
Urea Inarch 28, 1981 
MARKETING SET UP 
IFPCO's market ing o p e r a t i o n s cover s ix t een S t a t e s 
and t h r e e Union T e r r i t o r i e s . For a d m i n i s t r a t i v e convenience 
t h e market ing a r e a i s d iv ided i n t o four 2tones with Headquar te rs 
a t Chandigarh, Ailahabad, Ahmedabad & Bangalore . The market ing 
o r g a n i s a t i o n i n each s t a t e comprises a S t a t e o f f i c e a t t he 
S t a t e Cap i ta l supported by adequate number of Area O f f i c e s . 
The p r e s e n t number of such Area Of f i ces i s 36. IFFCO has 
employed over 300 p e r s o n s q u a l i f i e d in A g r i c u l t u r e , mostly 
g radua te and p o s t g radua te as F i e l d R e p r e s e n t a t i v e s . The 
farmers and coope ra t i ve s a re ^ p r o a c h e d through them. All 
ex tens ion and market ing a c t i v i t i e s i n t h e f i e l d cen t re a re 
'^around them. The guidance, superv is ion and c o n t r o l i s 
rendered by t h e Area Managers and Area Agronomist a t a r e a 
l e v e l . S t a t e Marketing Manager a t S t a t e Ccpi ta l and Zonal 
Agronomist a t Zonal l e v e l . s a l e s of IFFCO p r o d u c t s a re 
o rgan i sed almost e x c l u s i v e l y through about 21,500 c o o p e r a t i v e s 
s a l e s p o i n t s in t h e count ry . In a few S t a t e s t h e s o c i e t y has 
opened Farmers Se rv i ce C e n t r e s to supply f u l l package of a g r i -
c u l t u r a l i npu t s and s e r v i c e s under one roof to the fa rmers . 
These have become q u i t e popu la r wi th t h e fa rmers . 
SI 
Rupees in c r o r e s 
1. Govemme^ of I n d i a 49,20 
2 . Coopera t ives ^jt^ 83 .83 
Reta ined Earnings (p rov i s iona l ) 118.00 
Loans 16.67 
Qovemment, of I n d i a 82 .41 
Vtorld Bank 11.11 
U.S.A. I .D.A. and o t h e r 
f inanc ing i n s t i t u t i o n s 29.11 139.30 
AS on August 31, 1981 about 20,000 Coopera t ive 
S o c i e t i e s Met& s h a r e h o l d e r s . 
PLANTS 
The Kalol Unit c o n s i s t s of an Afnnonia P l a n t with a 
r a t e d e d a c i t y of 910 tonnes p e r day and an Urea P l a n t wi th 
a r a t e d c a p a c i t y of 1,200 tonnes p e r day. Besides a 6 tonnes 
p e r day Dry I c e P l a n t i s a l so in ope ra t i on a t Kalol and a 
500 tonnes p e r day Malathion P l a n t has oXso been r e c e n t l y 
commissioned. The capac i t y of NPK P l a n t a t Kahdla has been 
i n c r e a s e d from 4,15,000 to 8 ,50,000 tonnes of NPK per annum 
with the commissioning of the Kgfidla P lan t E x p ^ s i o n . IFFCO's 
t h i r d p l a n t a t Phulpur having a capac i t y of 900 tonnes p e r 
day of Urea/ p l a n t has gone i n t o r e g u l a r p r o d u c t i o n from 
March, 1981, The feed s tock to r the ptaulpur p l a n t i s Ngptha 
whereas Kalol P l a n t have been i n commercial o p e r a t i o n from 
the d a t e s shown below : 
Kalol 
/^ Wtimonia 
/ u r e a 
/ Dry I c e 
/ Mai a th ion 
March 1, 1975 
Apr i l 1, 197 5 
March 28, 1978 
August 18, 1981 
4 1 
The promot ional prograiwnes are designed to educate 
t h e faciners on inproved farming techniques and the balanced 
f e r t i l i z a t i o n concept through F i e l d E&ys, Farmers Meeting, 
V i l l a g e Adoption Progr^ i t ie , Crop ^ m i n a r s , seed M u l t i p l i c a t i o n 
P r o g r ^ m e s e t c . 
A coope ra t i ve Rural Developroat Trus t (COREET) 
e s t a b l i s h e d by IFFCO runs M^t i la l Nehru Farmers Tra in ing 
I n s t i t u t e a t Phulpur vHnere the farmeisaie t r a i n e d in a l l 
a s p e c t s of a g r i c u l t u r e i n c l u d i n g da i ry , p o u l t r y , p e s t i c i d e s 
e t c . The Trus t a l so runs a S^il Tes t ing Labora to ry . 
The p r o d u c t s marketed by IFPCO b e s i d e s Urea and 
N.P.K. a l so i nc lude Malathion (Technica l ) , Dry I c e and 
Ammonia for i n d u s t r i a l u s e , 
NEW a::HEMES/PROJECTS 
pebo t t l eneck ing a t Kalol P l a n t 
The debottlenecJking scheme a t t h e Kalol P l a n t 
invo lv ing a number of schemes for inproving the e f f i c i e n c y 
and o u t p u t i s now nea r ing c o n p l e t i o n . The Afnire Cuara system 
and Purge Gass Recovery p l a n t a re a l ready in o p e r a t i o n . MDst 
of t he m o d i f i c a t i o n s / a d d i t i o n s i n d i f f e r e n t s e c t i o n s of t h e 
Afnnionia P l a n t have been irrplemented and the ba lance are 
expected to be completed dur ing the next annual tu rn around, 
AS a r e s u l t of t h e s t e p s a l ready taKen t h e performance of the 
u n i t has inproved. 
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J o i n t v e n t u r e P r o j e c t in ^ n e q a l 
Based on the approval accorded by t h e 
Qoverninent of I n d i a IFFCX) i s p a r t i c i p a t i n g i n a J o i n t Venture 
f x o j e c t i n ' S e n e g a l . P*iile IFFCO*s c o n t r i b u t i o n t o the equii:y 
w i l l be about Rs. 8,0 c r o r e s the Government of I n d i a and 
S . P . I . C . T u t i c o r i n would a l s o be c o n t r i b u t i n g Rs. 10 c r o r e s . 
Of the 2,37,600 tonnes P2O5 P®^ ^^ e j ^ e c t e d to be 
produced in a Senegal P r o j e c t about 1,10/000 tonnes i s 
ejcpected tobe suppl ied to I n d i a and the ba lance conver ted 
i n t o s o l i d f e r t i l i z e r to produce more thah 2 l a c s tonnes 
p e r annum of D.A.P. and T. S.P. 
PROMOTION OF NEW aOCIEIY 
IFFCO has promoted a new soc i e ty Kr i sha^ B h a r t i 
Coopera t ive (KRIBH^O) for which i t w i l l c o n t r i b u t e Rs. 100 c r o r e s , 
The KRIBHCO has been e n t r u s t e d with the t a s k o f a major 
f e r t f i l i z e r i n s t a l l a t i o n a t Hazira having two ammonia p l a n t s 
/Of 1350 T,p.D. e d a c i t y o f each and four Urea p l a n t s o f 
1100 T.P.D. each with a l l t h e necessa ry o f f s i t e f a c i l i t i e s . 
Cons t ruc t i on of t h i s p r o j e c t i s in p r o g r e s s . The t o t a l cos t 
of t he p r o j e c t i s e s t ima ted a t RS. 96o c r o r e s . 
L i s t of D i s t r i c t s e l e c t e d by IFFOO for ex t ens ive 
promot ional programme : 
I r r i g a t e d 
^ Ra lnbed 
I r r i g a t e d 
Ra inbed 
MAHARASHTRA 
I r r i g a t e d 
MADH^A^ PRADESH 









D i s t r i c t 
Meshana 
AJ^edabad 
B h i l w a r a & ALwar 
(IFFCO and N . F . L . ) 
J h a l awar 
Aurangabad 
Hbshangabad 
V i s i s h a 
Gurgaon (IFFCO & NEL) 
M L r x ^ u r & B a h r a i c h 
APantnag 
feamastipur 
24 P a r a g a n a 
Ganyom G\ «^ -v \ i^ •--
R CAA t \ ^ ^ 
P e r annum p e r c e n t 
i n c r e a s e o f f e r t i l i z e r 
d u r i n g 1976.80 
2 3 . 1 




1 1 . 4 
2 2 . 0 
5 .7 
1 6 , 4 
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2 1 . 1 
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SH&RE HOLDING PATTERN OF IFFCO STATES 
S t a t e s P a i d up ( R s . ) P e r c e n t a g e t o t o t a l 
A I^DHRA PRADESH 7 7 . 3 1 2 . 2 
BIHAR 10 5 . 0 8 3 . 0 
GUJARAT 7 0 1 . 8 7 2 0 . 3 
H ARYAN A 1 9 6 . 2 2 5 . 7 
HIMACHAI. PRADESH 2 . 6 4 0 , 1 
jm^'V & KASH^a:R 4 , 3 3 0 . 1 
KARNATAKA 10 3 . 3 6 3 . 0 
KERAtiA 1 .16 N e g . 
MADHYA PRADESH 1 8 2 . 3 9 5 . 3 
MAHARASHTRA 1 2 6 . 6 6 3 . 7 
ORISSA 2 7 . 1 4 0 . 8 
PUNJAP 3 9 6 . 8 5 1 1 . 5 ' 
P O N D I C H A R Y 0 . 1 0 N e g . 
R A J A S T H A N ' 1 3 8 . 7 5 4 . 0 
T A H I L N A D U 7 1 . 2 2 2 . 1 
UTTAR PRADESH 1 , 1 9 1 . 6 6 3 4 , 5 
ST BENGAE^  1 2 6 . 9 5 3 . 7 
J q l o n I f e r r i t o r i e s 
DRiHI 3 . 4 8 0 . 1 
^HANEEGARH O . 36 N e g . 
3 . 0 . 1 . 4 , 9 2 0 . 0 0 * 
^ . C . D . C . 5 , 0 0 * 
(*) Have n o t b e e n c o n s i d e r e d £ o r f i n d i n g o u t t h e 
p e r c e n t a g e s h a r e . 
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l^pKETING CHANNELS & MARKP ^ A R E S 
Mj^ RKETING CHANNELS 
tfi. p r e s e n t t h e r e a re n e a r l y 85 f e r t i l i z e r manufactur ing 
p l a n t s in t h e coun t ry . During the yea r 1980-81 they produced 
6 ,7 m i l l i o n tonnes of f e r t i l i z e r m a t e r i a l . In add i t i on n e a r l y 
5 ,3 m i l l i o n tonnes were imported b r i n g i n g t h e t o t a l 12,0 
m i l l i o n t o n n e s . In t h e coming y e a r s even l a r g e r volumes of 
f e r t i l i z e r s a re expected to be handled . 
1.1 These m a t e r i a l w i l l have to be moved to about 
s i x hundred thousand v i l l a g e s and made a v a i l a b l e to m i l l i o n 
of farmers \iio a re u l t i m a t e consumers. 
1.2 The r e s p o n s i b i l i t y of f inanc ing , t r a n ^ ) o r t i n g , 
s t o ^ n g gnd ragjcing t h e s e f e r t i l i z e r s a v a i l a b l e to the 
'<5onsumers a t t h e r i g h t t ime r e s t s with t h e d i s t r i b u t i o n 
channe l . 
The d i s t r i b u t i o n a l system p r e s e n t l y i n vogue in the 
count ry Can be c l a s s i f i e d i n t o the fol lowing t h r e e c a t a g o r i e s * -
(i) I n s t i t u t i o n a l Agencies 
(2) P r i v a t e Trade 
(3) Con5)any owned R e t a i l o u t l e t s . 
iNSTITUTIcaiL AGENCIES 
'ih.e c o o p e r a t i v e and the ^gro I n d u s t r i e s 
Corpor§%t®n a r e t h e main i n s t i t u t i o n a l agenc ies hand l ing 
f e r t i l i z e r s . Wii le t h e c o o p e r a t i v e s were i n t h e b u s i n e s s 
for s e v e r a l decades , t h e Agro I n d u s t r i e s Corpo ra t i ons a re 
r e l a t i v e l y now to t h e f i e l d and coram and only a small pe r cen t age 
of b u s i n e s s . They s e l l f e r t i l i z e r s through t h e i r s e r v i c e 
c e n t r e s . Some of then employ t h e educated young e n t e r e p r e n u e r s 
vAio a re t h e i r d e a l e r s . In some s t a t e s t h e A g r i c u l t u r e Dapart-
raent a l so s e l l s f e r t i l i z e r s d i r e c t l y through Government owned 
o u t l e t s . 
PRIVATE TRADE 
APiong the p r i v a t e d i s t r i b u t i o n a l channels , 
t h e r e are some oonpanies vAiich have s p e c i a l i s e d in t h e 
distribi;Mtion of f e r t i l i z e r s and o t h e r a g r i c u l t u r a l i n p u t s . 
i V s ^ / E . I . D . P a r r y & Company, l ^ s . Shaw Wallace and M/s. R a l l i e s 
id ia L imi ted come under t h i s ca t ago ry . Some of them have 
a l so smal l p roduc t ion o r mixing u n i t s of t h e i r own. Some 
have share ho ld ing i n t e r e s t s in f e r t i l i z e r producing u n i t s . 
These companies have well developed network of d e a l e r s and 
o p e r a t e as t h e main marke te r s for one o r more f e r t i l i z e r 
p r o d u c e r s . There are a lso o t h e r p r i v a t e d i s t r i b u t o r s who 
a c t as who lesa l e r s a t d i s t r i c t o r mandi l e v e l s . Some p r i v a t e 
d e a l e r s a c t only as r e t a i l e r s in small towns. The r e t a i l e r s 
normally g e t t h e i r s u p p l i e s through b ig markets o r w h o l e s a l e r s . 
In some ca se s they a lso g e t t h e i r s u p p l i e s d i r e c t from t h e 
manufac ture rs , some manufac turers have ^ p o i n t e d f r anch i sed 
d e a l e r s a l s o . 
^^mmY OliytED 0U11.ETS 
some conpanies have opened t h e i r own whole-
s a l e and r e t a i l o u t l e t s . For exanple F . A . C . T . h a s wholesale 
o u t l e t s . ^ G.S.F.C. ^ d IF^ ?CX> have cospapy ovwed r e t a i l o u t l e t s 
where t e c h n i c a l guidance on t h e use of i n p u t s i s a lso a v a i l a b l e . 
Most f e r t i l i z e r manufac turers use only one of t h e systems o r 
a combination of two o r more systems. 
ROLE OF COOPERATIVES IN FERTILIZERS MARKETING 
The r o l e of c o o p e r a t i v e s in supply of t h e 
f r i c u l t u r a l i n p u t s p a r t i c u l a r l y f e r t i l i z e r s , was recognised 
i n 1945 when t h e Bengal F ^ i n e Commission enphasised t h i s 
a s p e c t . The rea f t e r severa l h i g h p o l i c y committee e . g . second 
Poodgrains P o l i c y Committee (1947), F i r s t Five Year P lan (1951)^ 
second Five Year P l a n (19 56), A g r i c u l t u r a l Admin is t ra t ion 
Committee (19 58) and t h e working group on coope ra t ive p o l i c y 
(1959) recommended the d i s t r i b u t i o n of f e r t i l i z e r s / seeds , 
p e s t i c i d e s and a g r i c u l t u r a l a d m i n i s t r a t i o n implementat ion 
e t c . The Nat iona l Development Council in November, 1958 
s t r e s s e d t h a t coope ra t i ve s must maJce permanent arrangements 
for taie d i s t r i b u t i o n of a g r i c u l t u r a l i r p u t s i n a l l k inds to 
t h e farmers i n a s i g n i f i c a n t manner, 
(A) The c o o p e r a t i v e s are t h e o l d e s t in t h e b u s i n e s s 
o f the f e r t i l i z e r d i s t r i b u t i o n i n t h e coun t ry . The i r 
o b j e c t i v e s are d i f f e r e n t from t h o s e of t h e t r a d i t i o n a l 
merchant c l a s s , ensur ing e q u i t a b i l i t y in d i s t r i b u t i o n , 
b o l d i n g t h e p r i c e l i n e and s e r v i c e to t h e consumers a re 
5» 
their motto, prof i t being only secondry. Consequently, the 
ccyopexatxves operate in—all the areas afid serve the ent ire 
hinterland without minding the cost and even if some opera-
tions prove uneconomical. Added to th is , as part of the 
State Policy aimed at the availabil i ty of f e r t i l i ze r s in 
adequate quantities in time and in all seasons, the coopera-
t ive or required to hold large stocks of f e r t i l i ze r s at 
different distribution points involving sizeable expenditure 
or storage and interes t charges, 
(B) P r i o r to 1966 coopera t ives were v i r t u a l l y t h e 
s o l e o r main agenc ies for d i s t r i b u t i o n in many S t a t e s . TSie 
Government dec i s ion i n 1966 to g ive i n c r e a s i n g freedom t o 
indigenous f e r t i l i z e r s to make t h e i r own arrangonients for 
d i s t r i b u t i o n of t h e i r p r o d u c t s i n t h e f r ee market changed 
t h e s i t u a t i o n . Consequent to t h e i r p o l i c y d e c i s i o n which 
encouraged mul t i agency spproach for t h i s a c t i v i t y , the 
' p r i v a t e d i s t r i b u t i o n channe ls en t e r ed i n t o t h i s b u s i n e s s on 
l a r g e s c a l e . Bes ides c o o p e r a t i v e s and p r i v a t e t r a d e another 
i n s t i t u t i o n a l agency which has r e c e n t l y e n t e r e d t h e i r a c t i v i t y 
i n ^ e S t a t e i s ^qro i n d u s t r i e s C o r p o r a t i o n s . 
(C) The e n t r y of t h e p r i v a t e t r a d e in f e r t i l i z e r 
d i s t r i b u t i o n on a l a r g e s c a l e p l a c e d t h e c o o p e r a t i v e s at a 
"gi jght ly d i sadvan teg ious p o s i t i o n because t h e p r i v a t e 
<slistributftars mainly c o n c e n t r a t e a t the r a i l sf^d roochead 
p o i n t s where t h e d i s t r i t o o t i o n c o s t a re compara t ive ly l e s s . 
The <3@»#»i»;ative system however h a s wi ths tood td i i s u n f a i r 
oonper lx ton and h a s c o n t i h u e a to render unique s e r v i c e to 
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t h e a g r i c u l t u r a l p roduc t ion programme by supplying f e r t i l i z e r s 
and o t h e r i n p u t s in t h e remotest v i l l a g e as w e l l . 
- ORGANISATIONAL STRUCTURE 
The o r g a n i s a t i o n a l s t r u c t u r e for market ing 
of f e r t i l i z e r s i n t h e c o o p e r a t i v e s e c t o r v a r i e s from s t a t e to 
S t a t e , I t i s g e n e r a l l y a tvjo t i e r s t r u c t u r e in some s t a t e s 
and a t h r e e t i e r in o t h e r s . The jpex Marketing Federa t ion 
g e n e r a l l y funct ion as a c o o p e r a t i v e v ^ o l e s a l e r i n f e r t i l i z e r 
bus ines s for the s t a t e as a v*iole. TSiere a re some excep t ions 
to t h i s r u l e as in t h e case in t l ie s t a t e s of Tamilnadu and 
U t t a r P radesh . In Tamilnadu i n a d d i t i o n to t h e i^ex Marketing 
Federa t ion , t h e Tanjore D i s t r i c t Coopera t ive Marketing Coop-
e r a t i o n Marketing Federa t ion i s a l so recognised as t h e 
w h o l e s ^ e r of t he s t a t e Company, In U t t a r Pradesh , b e s i d e s 
thjer'iffsex Marketing Federa t ion , i n t h i s case Union Fede ra t ion 
a l so func t ions as a S t a t e l e v e l Wholesaler so f a r as s u p p l i e r 
to come coope ra t i ve are concerned . In Gujarat and Punjab 
t h e D i s t r i c t Coopera t ive Marketing s o c i e t i e s a re involved in 
t h e b u s i n e s s while in o t h e r s t a t e s , g e n e r a l l y speaking the 
primary market ing s o c i e t i e s a re ^at Taluka l e v e l a c t as the 
sub-who lesa le r s and t h e pr imary a g r i c u l t u r a l c r e d i t / s e r v i c e 
c o o p e r a t i v e s a re t h e r e t a i l e r s a t v i l l a g e l e v e l s , some of t h e 
d i s t r i c t and pr imary market ing s o c i e t i e s a l so run some r e t a i l 
depots a t the niandi c e n t r e s aPd in t h e i n t e r i o r a r eas no t 
covered by v i l l a g e c o o p e r a t i v e s . 
There h a s been a s u b s t a n t i a l i n c r e a s e in t h e number 
5! 
of cx)operative f e r t i l i z e r s r e t a i l depots dur ing 196 9-70 t o 
1980-81. This would be ev iden t from t h e fol lowing t a b l e . 
Year Coopera t ive F e r t i l i z e r s Depots 
1969-70 33.148 
1970-71 38,620 
1971-7 2 42.342 
1972-73 42,316 
197 3-74 N.A. 
197 4-7 5 45,830 






The c o o p e r a t i v e are expected to p l ay an i n c r e a s i n g l y 
i n p o r t a n t r o l e i n t h e market of supply of c r e d i t , f e r t i l i z e r s , 
seeds and o t h e r a g r i c u l t u r a l i n p u t s to fa rmers . The Government 
a l so i s committed to s t r eng then t h e • ;. r o l e of coope ra t i ve s in 
the t r ans fo rmat ion of Ind ian Rural Economy, 
The coope ra t i ve system a lso g e t s good suppor t from 
the Nat iona l Development Corpora t ion an autonomous body* I n 
t h e r ecen t p a s t t h e N.C, D.C. took up t h e cause o f coope ra t ive 
market ing s o c i e t i e s and secured for them a number of 
concess ions i n t h e ma t t e r of d i s t r i b u t i n g f e r t i l i z e r s p rocu red 
from both t h e c e n t r a l f e r t i l i z e r s pool and the indegenous 
manufac tu re r s . 
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I n s h o r t N .C .D.C , t a k e s up t h e o p e r a t i o n a l p r o b l e m s 
f a c e d by c o c p e r a t i v e s w i t h c o n c e r n e d a g e n c i e s . I t i s c u r r e n t l y 
engaged i n g e t t i n g l o n g t e rm c o n t r a c t s and s t a n d a r d t e r m s 
from t h e d o m e s t i c m a n u f a c t u r e r s . I t h a s a l s o u n d e r t a k e n an 
a m b i t i o u s programme o f godown c o n s t r u c t i o n a t v a r i o u s l e v e l s . 
The c o o p e r a t i v e s h a v e b u i l t t h e i r own s t o r a g e f e r t i l i z e r s 
w i t h d i s t r i c t , talulca# b l o c k and v i l l a g e l e v e l s f o r t h e 
s t o r a g e o f f e r t i l i z e r s . The f o l l o w i n g t a b l e shows t h e s t o r a g e 
c s p a c i t y a v a i l a b l e w i t h c o o p e r a t i v e s . 
YEAR S t o r a g e c a p a c i t y w i t h 
c o o p e r a t i v e i n m i l l i o n t o n n e s 
1960-61 0 , 8 
1965-66 2 . 3 
1968-69 2 .6 
1973-74 3 .2 
1976-77 4 . 1 
1977-78 4 . 3 
1978-79 4 , 5 
1979-80 4 . 9 
1980-81 5 .2 
Thus t h e o o c ^ e r a t i v e sy s t em h a s t h e u n i q u e a d v a n t a g e 
o f r e a c h i n g t h e g r a s s r o o t l e v e l t h r o u g h i t s u b i q u i t o u s s o l e 
p o i n t s . I t h a s t h e r e q u i s i t e s t o r a g e ^ a c e b o t h a t raandi and 
v i l l a g e l e v e l s . I t h a s t h e b e n e f i t o f l i n k a g e o f t h e k i n d o f 
component f o r p r o d u c t i o n c r e d i t . I t e n j o y s s t a t e p a t r o n a g e 
and t h e s u p p o r t o f N . C . B . C . AS such i t i s r e a s o n a b l e t o 
II: 
expect t3aat the cooperative system wil l be a force to reckon 
within f e r t i l i z e r marketing in India for years to come, 
IFPCO being a National level Cooperative Organisation^ 
i n t e r e s t e d in the develppmoit of the cooperative system, 
markets i t s products e s sen t i a l ly through the cooperat ives. 
Only in ra re s i t ua t i ons v*ien the cooperatives are not in a 
pos i t ion to handle the product, i t has used the Agro-Industries 
Corporations as an a l t e rna t ive agency. 
By v i r t u e of i t s cons t i tu t ions and objec t ives IFPCO 
wil l be marketing i t s products through the ^ e x Marketing 
Federations, in each s t a t e v^iich in turn routes the products 
through the lower t i e r s of the cooperative system such as the 
marketing soc ie t i e s and the v i l l a g e leve l cooperat ives. The 
product i s generally a l located in proport ion to the share-
holding pa t t e rn of cooperatives of each s t a t e of IFFOO. The 
share-holding pa t t e rn i s shown in ^ n e x u r e • 
IFFCO has also es tabl ished farmers service centres 
i l l / the s t a t e s of Punjab, Haryana and Uttar Pradesh where 
' r e r t i l i z e r s ^ d o ther inputs l i k e seeds and p e s t i c i d e s are 
sold d i r ec t ly to the farmers along with free technical advise. 
These are the d i rec t o u t l e t s of the socie ty . Also in the 
Punjab, IFFCO i s chanalising i t s product through Agro Indus t r i e s 
Corporations and a t the s ^ e time i t i s making d i rec t supplies 
to the focal p o i n t s . 
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in the years to corae also IFFCO wil l continue to 
have these very d i s t r i bu t ion channels open for the sa le of 
i t s f e r t i l i z e r s . Even thc>ugh cooperatives wil l continue to 
be thS moiSt inportant ciiannel for dis tr ibi1 | ion, the avai la-
b i l i t y of a l t e rna t ive channels will provide the necessary 
insurance against teraporary chokipg up of any one of the 
channels* 
CHAPTER - IV 
DISTRIBUTION CHWJNEL 
MSTRIBUTION NETWORK 
In the u l t i m a t e a n a l y s i s , the farmer g e t s t he f e | ; t i -
l i z e r from t h e r e t a i l o u t l e t , be i t of p r i v a t e t r a d e o r o f an 
i n s t i t u t i o n . The imported f e r t i l i z e r i s d i s t r i b u t e d g e n e r a l l y 
v i a t h e i n s t i t u t i o n a l s e t -up whi le t h e domestic f e r t i l i z e r 
goes v i a both the i n s t i t u t i o n a l s e t -up and t h e p r i v a t e t r a d e . 
(The d i s t r i b u t i o n of f e r t i l i z e r s d i r e c t l y by a S t a t e Governments 
i s a p r a c t i c e vAiich i s f a s t d i s a p p e a r i n g ) . The i n s t i t u t i o n a l 
s e t -up cor tpr ises the o u t l e t s e s t a b l i s h e d by t h e c o o p e r a t i v e s . 
S t a t e A g r o - I n d u s t r i a l Corpora t ion e t c . A flow c h a r t showing 
t h e d i s t r i b u t i o n network i s g iven i n f i g u r e . Both the p r i v a t e 
and t h e i n s t i t u t i o n a l o u t l e t s (over 10 3 thousand in number) 
have p l ayed a commandable r o l e in reach ing the f e r t i l i z e r to the 
fa rmers . Experience has shown t h a t a p o l i c y o f m u l t i p l e r o u t e s i s 
' P r e f e r a b l e to t h a t o f a s i n g l e r o u t e . I t would t h e r e f o r e , be 
necessary and d e s i r a b l e to re lyon both of them in the fu tu re 
as w e l l . 
The apread of r e t a i l o u t l e t s in the c o u n t r y s i d e i s 
vej?y uneven and sometimes no t even r e l a t e d to the p o t e n t i a l 
/Of f e r t i l i z e r consumption. One i n p o r t ^ t f a c t o r which has 
h i s t o r i c a l l y l e d to t h e i r i r r a t i o n a l l o c a t i o n i s the f ixed 
d i s t r i b u t i o n margin to vAiich we could r e v e r t to l a t e r under 
a d i s cus s ion of t h e f i n a n c i a l c o n s t r a i n t s . Ffowever, even i f 
t h i s adverse f a c t o r i s taken c a r e of, t h e r e would s t i l l be 
need to make a consc ious and determined b i d to ensure unifcrw 
o u t l e t from h i g h e r to n e g l e c t e d a r e a . I n doing so, i t would 
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1. ^fertilizers with other agricultural inputs l ike 
high yielding variety seeds forms a package. Iheir availabi-
l i t y must be to t a l , 
2rtrnlike what we may tiling^ farmexs are busy peop^lo; 
they must get 4ie fe r t i l i zer , they need without too much 
harassment, infructuous v i s i t s , or excessive waitings. 
Waiting is not merely vacations, i t is often fatal to f e r t i -
l i ze r consunption effort, (i^pnexure shows distance covered 
and infructuous t r ips made by farmers. 
3. Often there are no takers of f e r t i l i ze r retai l ing 
agencies due to acute scarcity of talent in the country side. 
The quantities required by small farmers are small. 
5. Village growers do not l ike tohandle f e r t i l i ze r s 
because of the vexatious formalities of licensing, heavy 
licence fees, record keeping, reporting, quality control 
procedures and r i sks . 
6. Where a small re ta i le r , part icular ly indry farming 
regions or in te r ior area t r i e s to handle one input he finds 
the economic va ib i l i ty of the enterprise very poor. Fer t i -
l i ze r sale takes place only in certain weeks dgring each 
seasons, the routine of opening shops daily seems meaningless 
v^iile c o i t a l and space remain blocked over prolonged periods. 
This means low turnover and high overhead costs . 
7. There is dearth of suitable shops/godowns for 
storing f e r t i l i z e r in the in ter ior areas. 
5» 
8, The banking support to inter5x>r shops i s general ly 
poor • 
9. While the e n t i r e country has been <x>vered with 
Cooperatives Soc ie t i es . The universal mombership ©f such 
soc ie t i e s i s ye t a long way off (a t l e a s t in most cases) . 
A. cooperative r e t a i l o u t l e t may not, therefore , serve the 
needs of e n t i r e farming population of the v i l l age unless 
Care i s taJcen to ensure t h a t cooperative r e t a i l o u t l e t 
stocks enough mater ia l , observes regular r e t a i l i n g hours and 
s e l l s to non-members also without discr iminat ion. 
10. The average farmer i s generally not in a pos i t ion 
to buy f e r t i l i z e r in a d v i c e because of t-
(a) poor storage f a c i l i t y a t h i s house snd r i sk of de te r io -
ra t ing in qua l i ty . 
(b) poor f inancial condi t ion. 
Generally, the farmer goes to buy f e r t i l i z e r exactly when he 
needs i t (bigger farmers are of course an exception to t h i s 
rule) „ 
11. Careful assessment of demand vi l lagewise, halkwise 
(v i l lage level worker's j u r i s d i c t i o n wise) based upon p a s t 
consumption trends with reference to the crops grown and the 
area under each, the types of f e r t i l i z e r s consumed and the 
benefi t cost r a t io obtained, the reaction amongst the farmers, 
the future programmes of H£V, i r r i g a t i o n , c r e d i t disbursement 
the p o s s i b i l i t y of more fa«tiers taking to f e r t i l i z e r use has 
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not b©corae a hab i t with the v i l l a g e level extension vorker 
or the r e t a i l e r . Rssult i s tha t while overa l l a v a i l a b i l i t y 
and consumption of f e r t i l i z e r s itiaype sa t i s fac to ry , there may 
be sh i f t ing pockets of shortages aid surpluses in d i f fe ren t 
d i s t r i c t s . Reaching f e r t i l i z e r to the doorstep of the farmers 
may remain a d i s t an t goal unless micro-level planning for 
crop production becomes a hab i t with agr icu l tu ra l extension 
function a r i se a t the ground l eve l , and a mechanism i s 
developed toensure a v a i l a b i l i t y adequate and timely of a l l 
ag r icu l tu ra l inputs required by the farmers. In such an 
excercise, development of a monitoring system - unencumbered 
by excessive paper work - to f a c i l i t a t e mid-s t ress correc t ions 
in view of the developing weather s i tua t ion holds th€key to 
the success of the e f f o r t . This i s necessary because f e r t i l i z e r 
a bulky input . I t cannot 
at a short not ice ( f e r t i -
i s a very cos t ly input . I t i s also 
be t r a n ^ o r t e d over long dis tances 
l i z e r consumption period a f te r emergence of demand i s also" 
generally very s h o r t ) . I t cannot be kept much in excess of 
requirements because of the heavy inventory carrying cos t as 
also the sheer no n-avai l a b i l i t y of material in such abundance. 
Many of these facts c ^ be taken care of by su i tab le 
pol icy decis ions . Some iirportant suggestions in t h i s 
jnnection are *-
(1) open conposite input Dist r ibut ion Centres (ClrCs) 
at p laces s t i l l to be covered by input r e t a i l o u t l e t s and 
convert ex is t ing f e r t i l i z e r r e t a i l o u t l e t s to CI DCs, whereever 
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p©ss4fele. ge l l ing of a l l inputs under one roof will t 
(a> Inprove the economic v i a b i l i t y of the Centre. 
(b) provide round the year vork for the entrepreneur. 
(c) Minimise demand on the scarce entrepreneuial t a l en t in 
the countryside. 
(d) F a c i l i t a t e proper supervision, guidance and help from 
the Sta te Government, 
(e) Make i t eas ie r for Government to sponsor and for banks 
to accept and extent cash /c red i t f a c i l i t i e s cfid above a l l . 
(f) Make i t most convenient for the farmer to get physical 
inputs 2nd poss ib i ly in due course, knowledge input, 
a t one p l a c e . 
This idea has already received wide acceptance, i t s 
inplementation, however, deserves to be made fas te r and more 
comprehensive. 
(2) since a CI EC cannot be se t in each of the 
5,76,000 v i l l ages of the country, i t w^uld inevirably have 
to cover a group of v i l l a g e s . Reaching f e r t i l i z e r to the 
rarmer in h i s v i l l age could be ensured by introducing a system 
of par t - t ime agent in each v i l l a g e . Col lect ing indents from 
di f ferent farmers (on ' cash ' ba s i s o r on cooperative or bank 
c red i t permit b a s i s ) , taking t h i s bul lock-car t (or horse 
carr iage (tonga/Ekka)/proper t i l l e r - t r a i l e r / t r a c t o r t r a i l e r 
as and the case maybe) to ip the CIDC, to co l l ec t the supplies 
and del iver them to each fawner. This service would be per -
formed on the payment of charge to the agent by the CIDC. 
mk. 
{£9&n a v i l l age grover could be encouraged to perform such a 
function without ge t t ing involved in tlie p le thora of paper 
work per ta in ing to r eg i s t r a t i on , submission of repor ts , re turns , 
e t c . ) . There i s urgent need to i n s i t i t u t i o n a l i s e such an 
arrangement, as opening in 5^76,000 v i l l ages of Ind ia would 
never be a p r a c t i c a l p ropos i t ion , 
(3) The r e t a i l i n g of f e r t i l i z e r could be greatly-
improved by a proper dealers t r a i n i n g programme. A fully 
t ra ined sa les force at r e t a i l o u t l e t s , t ra ined in marketing 
techniques, in broad e s s e n t i a l s of f e r t i l i z e r use technological 
s t a tus of the marketing zone, i rpu t d i s t r ibu t ion laws, account-
ing system and customer service would go long w ^ in providing 
valuable support to the r e t a i l i n g system, 
(4) The i ssue of wareliousing and storage a t the r e t a i l 
end needs to be t i e d up more nea t l y . The e f fo r t s of the oept t , 
of Rural Development, NCDC and p r i v a t e sector needs to be 
coordinated to prevent overlap a t some p laces ahd neglect 
a t the o t h e r s . 
(5) The concept of micro-level planning for crop 
prodfuction vi l lagewise, VLW halkwise and then blockwise, 
t imating the input requirements (seeds, f e r t i l i z e r , 
p e r s t i c i d e s , d iess l for purtping se t s and t r a c t o r s , c r e d i t s , 
indenting for them and the rea f te r monitoring supplied i s an 
inescapable necessi ty i f purchased input-based s c i e n t i f i c 
ag r i cu l tu re has to take roots in every nook and corner of 
such an arrangement, establishment of ah e f f i c i en t and j u s t 
input d i s t r ibu t ion system would remain a d i s t a n t goal . 
CHAPTlilR - V 
CONSTRAINTS IN DISTRIBUTION CHANNEL 
CON^TRftlNS IN DISTRIBUTION 
Jid TRaNgQRTATlON 
(1) RAlLW C^iTS 
The ra i lways a re t h e major c a r r i e r s of 
f e r t i l i z e r s , c a r r y i n g a t p r e s e n t about 18.9 m i l l i o n tonnes 
which c o n s t i t u t e 16 9 p e r c e n t of t he t o t a l f e r t i l i z e r c a r r i e d 
by both r a i l and road . The r ^ i d i n c r e a s e in f e r t i l i z e r 
consuiTption over t h e l a s t few y e a r s has been r a t h e r demanding 
on the ra i lway system. The profound changes t h a t have taXen 
p l a c e in the movement p a t t e r n of t h e ra i lways - both p r o d u c t -
wise and streamwise - have made t h e i r t a s k of matching t h e 
r i s i n g f e r t i l i z e r t r e P s p o r t requirement with a d d i t i o n a l 
a v a i l a b i l i t y of wagons even more d i f f i c u l t , (jyinexure 22* ) • 
Neve r the l e s s , thanks to t h e i nnova t ions adopted so r e a d i l y 
b y / t h e f e r t i l i z e r i n d u s t r y and imported f e r t i l i z e r hand l ing 
agenc ies , l i k e movement of f e r t i l i z e r in t r a i n l o a d s (now 
jumbo) s i n g l e p o i n t r akes , secondary road movement, r a t i o n a -
l i s a t i o n of movement (occasioned f requen t ly due to brand 
names) and i n t r o d u c t i o n of the p roduc t exchange concept , t h e 
movement of f e r t i l i z e r in open box wagons, e t c . , t h e t o t a l 
quantum of f e r t i l i z e r moved by r a i l has r i s e n over the y e a r s , 
a l b e i t slowly (Apnexure]^) . Keeping in a view t h a t t he 
r equ i re t i en t s over t h e coming few y e a r s are going to i n c r e a s e 
s i g n i f i c a n t l y ( j t f i n e x u r e ^ ) , an e x c e r c i s e to f u r t h e r r a t i o n a l -
i s e t h e movemait of f e r t i l i z e r , to reduce t h e l e a d in f e r t i l i z e r 
movement (in ) , t h e average l e a d p e r tonne of f e r t i l i z e r 
moved J3y r a i l was Kms* to i d e n t i f y nodal p o i n t s (based 
upon r e c e n t R i t e s r ^ o r t ) and to c r e a t e matching i n f r a s t r u c t u r e 
for ^ i c k unloading on s u i t a b l e covered p l a t e f o r m s i s on . The 
success of t h i s e f f o r t i s v i t a l for ma in ta in ing as e f f i c i e n t 
t r a n s p o r t a t i o n system 
^ a r t from t h e jaPk to s u f f i c i e n t a v a i l a b i l i t y of 
wagons/ t h e r e i s another i n p o r t a n t l i m i t a t i o n t h a t needs to 
be mentioned. "The r a i lways move the . f e r t i l i z e r s on ly upto the 
r a i l h e a d s . APd u n f o r t u n a t e l y t h e r a i l - h e a d s a re most unevenly 
d i ^ r e s e d i n terms of space . These a re a r eas wi thout a r a i l -
head wi th in a r a d i u s of 100 m i l e s o r even more, as many as 
2, 900 b l o c k s . 
( i i ) K>AD TRANSPORTAIION 
From r a i l h e a d onwards, i t i s the road t r a n s p o r t 
t h a t t akes charge of f e r t i l i z e r movement. In a d d i t i o n , f e r t i -
l i z e r i s a lso i n c r e a s i n g l y moved by road d i r e c t l y from f a c t o r i e s 
and p o r t s . The sha re of road t r a n s p o r t has i n c r e a s e d from 13 
pe r c e n t in / ^ g e ? t o / S p e r c e n t i n /^^/-f^ AS a t 
p r e s e n t about C-eomi l l ion tonnes of f e r t i l i z e r s i s c a r r i e d by 
road, of cour se , p a r t of i t , say nea r ly ^•oo m i l l i o n tonnes g e t s 
d e l i v e r e d a t d e s t i n a t i o n which a re t h e c l o s e p rox imi ty to the 
p o r t s . A major c o n s t r a i n t to the use of road t r ^ s p o r t t h a t 
w u l d be i n c r e a s i n g l y d e l t in t h e year ahead i s the d i f f i c u l t 
d i e s e l a v a i l a b i l i t y a;nd i t s s t e e p l y e s c a l a t i n g c o s t . This a p a r t . 
the re are the adie^ problems a r i s ing from the sheer absence 
or l ^ K of adequate t ranspor t f e r t i l i z e r s in the i n t e r i o r . 
Although the movement o f f e r t i l i z e r af ter i t has been delivered 
to the dealer from factory/warehousing/railway s ta t ion ta>^es 
p lace by-road and irrach of i t in bulJocK-cart, tongas, cycles , 
rickshaws or even head-loads, there i s no data avai lable about 
i t . Nor has the adequacy or otherwise of the t ranspor t 
f a c i l i t i e s in the i n t e r i o r yet been a subject of serious study. 
All the same, i t i s }cnown that in h i l l y t r a c t , t r i b a l b e l t s , 
remote inaccess ib le areas and floodr-ravaged p a r t s of the 
country, lacl^ of necessary t ranspor ta t ion f a c i l i t i e s cons t i tu -
tes another major hurdle in reaching the f e r t i l i z e r to the 
farmers. 
There are ce r t a in suggestions which vould seem to 
emerge from what has been s ta ted so fa r . One i s tha t keeping 
in view the r i s i ng energy cos t of road t ranspor ta t ion and 1±ie 
grawing load on the railways, there i s need to consider the 
/ f e a s i b i l i t y of having recourse to inlc^d water t ranspor ta t ion 
which has h i the r to remained untapped so far as f e r t i l i z e r s 
i s concerned. In several o ther p a r t s of the world, inland 
Water ways moved massived quan t i t i e s of material by barges/boats , 
This model i s considered to be l e s s energy - in tensive and 
possibly cheaper than r a i l t r anspor ta t ion , A p ro jec t for 
movement of f e r t i l i z e r by the inland mtei Transport Corporation 
from Assam to p a r t s of Bengal, Bihar end Uttar Pradesh has 
already been conceived, A s imi lar exercise should follow to 
e j^ lore tJiis p o s s i b i l i t y in other p a r t s of the country. I t 
vould alsobe useful to consider coastal shipping as afi 
a l t e rna t ive mode of t r a n ^ o r t a t i o n in order to re l ieve the 
pressure on r a i l novement to the extent poss ib le , of course, 
the problems of congestion at the po r t s which are current ly 
contr ibut ing to the delay in imported f e r t i l i z e r reaching the 
consumption cent res wil l also need simultaneous a t t en t ion , 
I-todernisation of f e r t i l i z e r handling method at the p o r t s i s 
another area v^ere l o t of work remains to be done. 
The need to reduce the demand on the railway system 
gives an edge to our recent slogan of optimising the use of 
f e r t i l i z e r ins tead of maximising i t s dosage. The extension 
e f for t of the Ministry of Agriculture ca r r i ed out in close 
col laborat ion with s t a t e Departments of Agriculture and the 
industry should tal<e p a r t i c u l ^ note of t h i s endeavour to 
ac^i:eve tangible r e s u l t s in the shor tes t poss ib le time. 
Given the grossly uneven spa t i a l d ispersal of r a i l -
heads and the i r absence innumerous blocks, coupled with the 
need to minimise the use of road t ransport in view of the 
progressively d i f f i c u l t a v a i l a b i l i t y of d iesel and i t s r i s ing 
cost , an exercise to study the techno-economic f e a s i b i l i t y of 
extending the r a i l network to selected blocks should be 
worthwhile and merit serious conside:^ion, 
BulJt t ranspor ta t ion of f e r t i l i z e r by r a i l c ^ save 
cos ts , guarantee a v a i l a b i l i t y of (dedicated) wagons and help 
reach i t to the farmer fas te r and cheaper. This i s aP area 
v^ich has yet to be attempted but i s one where l o t of yjotk 
Caft and should be done quickly. 
AjDove a l l / there i s c lear need to envolve an overal l 
t ranspor t policy for the country which vould take congnizance 
of the Various cons t r a in t s tha t have already mentioned. 
Happily the Government of India have cons t i tu ted a high 
powered committee under the chairmanship of Shri B,D. Pande 
to formulate a nat ional t ranspor t policy for the next decade. 
The recominendations of t h i s Committee would include ah optimal 
inter-modal mix and suggest eppropriate technical choices 
within each system consis tent with our plan p r i o r i t i e s . The 
Committee would also recommend areas in vAiich research and 
development in the t ranspor t f i e ld should be undertaken, i t 
would also suggest the i n s t i t u t i o n a l framework for carrying 
i t ou t . 
F e r t i l i z e r cannot be moved in one shot from the p o r t / 
p l an t to thefarmers* f i e ld . Storage a t the factory s i t e /nea r 
the por t , than at some intermediate point and f ina l ly a t the 
r e t a i l centre i s general ly required. This a r i s e s pr imari ly 
due to the fact tha t production and imports are a continuous 
process while demand for f e r t i l i z e r s i s highly seasonal and 
time i ^ec i f i c . The magnitude of storage requirements for 
seeds, f e r t i l i z e r s , p e s t i c i d e s e t c , i s so l a rge tha t there i s 
d i s t i n c t neea for a nat ional storage pol icy for agr icu l tu ra l 
inputs which can take care of an in tergra ted input supply 
system for agr icu l tu re . F e r t i l i z e r would na tu ra l ly be the 
biggest coniponent in the package of agr icu l tu ra l inputs . 
Eff ic ient , adequate and economic storage i n t r a - s t r u c t u r e 
i s a necessary pre-condit ion for making the r igh t type of 
f e r t i l i z e r avai lable to thefarmers at the r igh t time and in 
the r igh t quant i ty . 
From the raacro-angle, there i s need to plan and 
provide for adequate storage i n t r a - s t r u c t u r e of the r igh t 
type in the country, A nat ional progranme with c lear ear-
marking of funds i s e s s e n t i a l . At the micro-level , there i s 
need to ensure t ha t the r igh t type of godowns are constructed 
at the r igh t p l aces . Location of godowas i s going to be with 
r i s ing energy cos t s , a c r i t i c a l factor i s ensuring easy 
a v a i l a b i l i t y of v i t a l inputs to the farmers. In o ther words, 
there i s need for a ra t ional storage netvork from the nation 
to the/tnicro-level to optimise the pa t t e rn of loca t ions , such 
a netvork inevi tably would cover the needs of buffer storage 
lich i s so essen t ia l to ensure tha t temporary disrupt ions in 
the production or import of f e r t i l i z e r do not upset the 
ag r i cu l tu ra l programme of the country. 
The N.C.D.C. (National Cooperative Development 
Corporation) haS already embarked upon an ambitious programme 
of construct ing rural godowns, i t has b u i l t up a Ccpacity of 
4.5 mil l ion tonnes and i t hopes to add another 5,5 mil l ion 
tonnes by 1982-83. Ajbout 50 per cent of t h i s capacity i s 
expected to be avai lable for f e r t i l i z e r s . Broadly, the 
pa t t e rn i s tha t at the primary soc i e ty ' s l eve l , the godowns 
have generally a cejpaPity of 50-100 tonnes at the marketing 
society (Mandi or block) l eve l , the capacity i s generally 
250-500 tonnes, and at the iipex (State) l eve l , the capacity 
sanctioned var ies between 1,000 tonnes to 5,000 tonnes. This 
progrcpme when completed by 1982-83 would provide a firm 
foundation for a r e l i a b l e input d i s t r ibu t ion system through 
the cooperat ives. 
The Department of a Rural Reconstruction i s also 
planning construction of rural storage cent res to serve the 
i n t e r e s t of small farmers. Such centres are ej<pected to 
provide f a c i l i t i e s for s tor ing agr icu l tu ra l inputs , machinery, 
seed, f e r t i l i z e r s and p e s t i c i d e s . 
The Government of India have a entrusted a de ta i led 
tudy of the subject of warehousing and storage of f e r t i l i z e r 
to an expert consultancy o r g ^ i s a t i o n . This report i s expected 
to recommend the s ize of a storage requirements for operat ional 
and buffer stocks both for indegenous aPd imported f e r t i l i z e r s 
over a per iod of time and make recomiaendations on the improve-
ents required with reference to inventory control , qual i ty 
control , and h ^ d l i n g p r a c t i c e s . I t i s also expected to 
recommend the type of new f a c i l i t i e s tha t should be se t up 
with reference to the l a t e s t technological advancements in the 



























system retguired for t h i s massive o p e r a t i o n and the need for 
R & D e f f o r t to t a c k l e problems of market ing, l o g i s t i c s . 
Packing methods ^ d r e t a i l d ispending a re a l so supposed to 
be covered by t h i s s tudy . Government of I n d i a ' s conprehensive 
acTion plan i s awai t ing "the recoraroendation o f i±.iLs exper t 
s tudy . In the meantime, many S t a t e Governments under advice 
from t h e Government of I n d i a have c o n s t i t u t e d i n t e r - m i n i s t e r i a l 
groups to examine the s t o r a g e needs and e x i s t i n g f a c i l i t i e s 
with re fe rence to a n t i c i p a t e d deiiand in the e i g h t i e s . 
(B) FINAlCIAL CONSTRAINTS 
(i) .gfSTRIBUTION MARGIN 
The r e t a i l o u t l e t s vAiich e v e n t u a l l y reach 
f e r t i l i z e r to t h e farmers are spread ou t^e ry unevenly in the 
count ry s i d e . The l a t e s t assessment i s t h a t even now over 
200 b locks in t h e count ry do n o t have a s i n g l e r e t a i l o u t l e t . 
(APnexurel22- ) . Coopera t ives by d e f i n i t i o n ^re v i l l a g e - b a s e d , 
while the p r i v a t e r e t a i l e r i s n o t n e c e s s a r i l y so; his^ r e s t s 
a re too o f t e n urban. Even where t h e c o o p e r a t i v e s are weak, 
p r i v a t e t r a d e h a s n o t always s topped i n . The reasons for 
t h i s a re n o t f a r to seek. The p r i v a t e t r a d e i s guided/ in 
t h e main, by p r o f i t mot ive . Na tu ra l l y so; i f a p r i v a t e 
r e t a i l e r can s e l l h i s f e r t i l i z e r a t t h e ra i lway p la te fo rm o r 
a t t h e d i s t r i c t , t a l u k o r b lock headqua r t e r s , he would 
unders tandably be d i s i n c l u n e d to ca r ry i t a t h i s in c o s t to 
a v i l l a g e , say 30 Kms away and wai t for i t s s a l e o v e r a p e r i o d 
t ime . This e j p l a i n s t h e c o n c e n t r a t i o n of p r i v a t e r e t a i l 
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out le t s at or around d i s t r i c t or irnportant taluk or block 
headquarters locjated at xnportant rail-heads. Wiile doubless 
the cooperatives are guided by the larger consideration of 
setvTcB to the meinbers, they too vjould. f ail to thrive and 
function efficiently if their not business result i s zero or 
negative profi t in the long run. I t would, therefore, be 
necessary to ensure that the re ta i l out le ts - whether private 
or inst i tut ional are able to earn a reasonable p rof i t . In 
this/ the distribution margin has a cr t ical role to play. 
As the d i s t ^ c e of re ta i l ing point increases from a rail-head, 
the selling of f e r t i l i ze r at the s tatutor i ly notified price 
with distribution margin (Apnexure ) v*iichis uniform for 
the whole country becomes progressively unattractive for the 
re ta i l e r . This seems to be the largest single hurdle in 
reaching fe r t i l i ze r to the farmers door-step. 
A system has, therefore, to be devised to make 
le r t i l izer retai l ing qually a t t ract ive at any place in the 
country. The Marathe Committee on Fer t i l izer prices has 
strongly recommended that the system of delivery of f e r t i l i ze r 
at the block headquarters so that the secondary t r ^ ^ o r t may, 
by and large, be within the l imits envisaged aPd provided for 
in the distribution margin. At present, the disabil i ty of the 
re ta i le r to economically reach fe r t i l i ze r to the ctoor-step of 
the farmer combined with a diff icult agricultural conditions 
in the interior location (due to (i) lack of i rr igat ion 
facil i . t ies, (ii) indequacy of marketing infrar-structure for 
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sellinsf ei^jicultural product at remunerative p r i ce , ( i i i ) 
the cortipulsion of catching moisture in the so i l within a 
short span of time, and/ therefore/ needing synchronous and 
timely a v a i l a b i l i t y of a l l ag r i cu l tu ra l inputs and (iv) 
indaq^tc^y or banking f a c i l i t i e s ) have made matters worse 
for the farmer vAio i s already in a dis-advantaged pos i t ion 
in terras of infrar-structural development and agro-ecological 
endowments. Thus/ the pol icy of del ivering f e r t i l i z e r f . o . r . 
r a i l head at a uniform p r i c e giving indent ical d i s t r ibu t ion 
margin to every dealer i r r e spec t ive of h i s t ranspor ta t ion 
costs (which in some cases may be about equal to the e n t i r e 
d i s t r ibu t ion margin i t s e l f ) / and se l l i ng f e r t i l i z e r at a 
s t a t u t o r i l y no t i f i ed p r i ce for the country suffers from 
b u i l t - i n negativism and economic inequi ty . 
The r ea l i s a t ion of t h i s hahdiceiP has already led to 
ser ious rethinking on the subject , some s teps have been taken 
improve the s i t u a t i o n . F i r s t ly / in the h i l l areas a number 
of road points have been declared as ra i l -heads (Annexure ) 
with a view to covering the cost of t ranspor ta t ion to these 
road po in t s v^ere from the r e t a i l e r could carry the pool 
(imported) material a t h i s cost to the v i l l ages in the i n t e r i o r . 
secondly/ the rigour of ra i l -head concept has been 
softened with the introduction of the road-subsity scha:Tie in 
1978 coupled with the concept of s ingle poin t des t inat ion for 
block rakes carrying f e r t i l i z e r s . This has to some extent 
enabled movanent of indigenous f e r t i l i z e r s nearer the 
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consumption c e n t r e s . "Ihe next l o g i c a l s tep in t h i s d i r e c t i o n 
would be to cons ide r payment of f r e i g h t upto block h e a d q u a r t e r s . 
The m a t t e r i s undeir s e r i o u s con s i de rat ion o f t he Qovemraent of 
I n d i ^ . once t h i s hgppens, r each ing f e r t i l i z e r to t h e door^s tep 
of t h e farmer would become a much e a s i e r p r o p o s i t i o n , such a 
p o l i c y would l e a d to a s i g n i f i c a n t widening of the base of 
f e r t i l i z e r d i s t r i b u t i o n and u l t i m a t e l y of i t s consumption. 
^ ) ELLSTPgBUTIOlNl CREDIT 
D i s t r i b u t i o n c r e d i t i s a v i t a l inpu t for 
ensur ing movement of f e r t i l i z e r s from the manufacturers 
( the pool) to the fa rmers . Movement ceP take p l a c e only a f t e r 
t h e d i s t r i b u t o r s make f i n a n c i a l a r r ^ g a n a i t s for pu rchas ing 
the same. Cons ider ing the c o s t and q u a n t i t y of f e r t i l i z e r 
handled/ i t i s no t , i n a l l s i t u a t i o n s , p o s s i b l e for the the 
d i s t r i b u t o r s to make f i n a n c i a l arrangements on cash b a s i s . 
Adequate c r e d i t has to be p rov ided to them to b r idge the gep 
between t h e i r requi rements of f e r t i l i z e r s ( i n f i n a n c i a l 
terms) and t h e i r resource p o s i t i o n a t any p o i n t o f t ime . The 
handl ing agencies of the Pool a re allowed a c r e d i t p e r i o d of 
60 daYs which i s passed on by them to the d i s t r i b u t o r s . 
Manufacturer a l so s e l l f e r t i l i z e r s on c r e d i t t e rms . In 
a d d i t i o n to c r e d i t from the manufacturers and t h e Pool , 
d i s t r i b u t o r s a l so ava i l of c r e d i t from commercial befJks, 
c o o p e r a t i v e s e t c . Itie amount of d i s t r i b u t i o n c r e d i t r e q u i r e d 
in 1982-83 i s e s t i m a t e d a t R s . l , 6 o o c r o r e s . For t h i s purpose , 
e f f o r t s vrould have to be made in t h e fol lowing d i r e c t i o n s j 
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(a) Redacfcion and r a t i o n a l i s a t i o n o f margin money requi rements 
for cxDmmercial banks as well as coope ra t i ve banks . 
(b) R a t i o n a l i s a t i o n of i n t e r e s t r a t e s for d i s t r i b u t i o n and 
product ion c r e d i t . 
(c) I n t r o d u c t i o n of f 1 e x i b i l i t y i n t h e g ran t of c r e d i t l i m i t 
as the overdues p o s i t i o n from yea r to y e a r (which i s 
h ighly va^^iable f ac to r ) has s e r i o u s impact on the c r e d i t 
l i m i t s sanct ioned; and 
(d) S imp l i f i c a t i on of p rocedures for d isbursement of c r e d i t 
inc lud ing t ime ly p r o c e s s i n g of ^ p l i c a t i o n s fo r c r e d i t . 
Unless measures are taken to meet a l l the above 
f a c t o r s , the d i s t r i b u t i o n l i n e would g e t checked o r c o n s t r u c t e d 
thereby hampering the a v a i l a b i l i t y of f e r t i l i z e r to t h e fa rmers . 
( i i i ) PRODUCTION CREEUT 
Ebr t h e farmer too , f e r t i l i z e r i s t h e c o s t l i e s t 
i n p u t . He needs c r e d i t suppor t , s^ereas t h e s u b j e c t s d i s cus sed 
e a r l i e r have the (push e f f e c t ' i n reaching f e r t i l i z e r to the 
farmer, t h e a v a i l a b i l i t y of c r e d i t wi th the farmer c r e a t e s 
the ' p u l l e f f e c t ' in a t t r a c t i n g f e r t i l i z e r j u s t as 'knowledge 
p u l l ' , Coope ra t i ve sa re p l a y i n g a b ig and meaningful r o l e i n 
p r o v i d i n g c r e d i t to t h e farmers . Commercial be^ks have a lso 
e n t e r e d t h e scene, and are slowly improving t h e i r i i rpac t . 
A N N E X U R S - I I I 
GAP IN AVAILABILITY IN RAIL CAPACITY 
s o u r c e j M a r k e t i n g News/ 1982. 
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P a r t i c u l a r s 197 7-78 1970-79 1979-80 1980-81 
Programmed r a i l 
movement 8.19 9.18 11,07 11.97 
Actual r a i l 
a v a i l a b i l i t y 7,80 8,20 8.56 8.88 
i ^ N N J J C U J R j g - V 
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A N N E ^ C U J l J - VI 
OESTAJ^CE TRAV£LLED BY FARMERS ID GET 
s t a t e 
iumdhra P r a d e s h 
B i h a r 
Gu j a r a t 
Pferyana 
K a m a t a X a 
Madhya P r a d e s h 
M a h a r a s h t r a 
P u n j a b 
Raj a s t h a n 
Tarail Nadu 




d i s t a n c e 
(Kms.) 
16 .0 
9 . 9 
5 .9 
1 1 . 4 
5 .8 
7 . 9 
8 . 7 
1 4 . 7 
1 3 . 5 
6 . 3 
7 . 7 
1 5 . 5 
No. o f t r i p s 
T o t a l 
2 . 5 
2 . 4 
2 . 7 




3 . 1 
1.9 
3 . 3 
2 . 2 
3 , 3 
made by f a r m e r s 
I n f r u c t u o u s 
1.1 
0 . 6 
1.3 
0 , 5 
0 , 2 
0 . 9 
0 . 5 
1.7 
0 . 4 
2 . 1 
1,0 
0 . 8 
Source t Marketing Mews/ February, 1982. 
^E M M Z H E £ - VII 
RETAIL POINTS IN aOCKS 
n 
P a r t i c u l a r s No. of Blocks 
No. of blocks not 
having f e r t i l i z e r 














Source t Marketing News, February, 1982 
CHAPTER ~ VI 
A - ADVERTISING & SALES PROMOTION 
B - SALES PROMOTION & COMMUNICATION 
^Tf/ERTLSH^G AND PROMOTIONS. WORK 
AI^ERTISIMG 
"" I f i s actaiowledged f a c t t h a t agrD«-chera±cals s p e c i a l l y 
f e r t i l i z e r s was t h e fuel t h a t sparked off t he i g n i t i o n of green 
r e v o l u t i o n . Attempts a re being made constaTitly by a l l those 
connected d i r e c t l y - manufac turers , marke te r s , d i s t r i b u t o r s , 
d e a l e r s and i n d i r e c t l y - Department of A g r i c u l t u r e , Coopera t ive 
Extension Agencies to convey t h e message to the farming 
community most e f f e c t i v e l y . I n t h i s p r o c e s s , v a r i o u s media are 
used as t o o l s . 
The b a s i c r u l e s of market ing, any p roduc t making i t 
a v a i l a b l e in t ime, i n adequate q u a n t i t i e s , a t c o r r e c t p r i c e s , 
wi thout s u f f e r i n g an i o t a of q u a l i t y . This i s t h e e s s e n t i a l 
i n g r e d i e n t and subs tance of a b u s i n e s s a c t i v i t y , which 
u l t i m a t e l y r e s u l t s in c r e a t i n g more cus tomers . 
The fo l lowing a re main f e a t u r e s of IFFCO's Promotional 
Programmes v^iich a re most commonly used media in any agro i n p u t 
b u s i n e s s . 
(1) Crop demons t ra t ion . 
(2) Farmers meet ing . 
(3) F i e l d days s p e c i a l conpaign programmes. 
(4) Crop seminars . 
(5) T ra in ing Programmes. 
(6) Use o f mass medtai md o t h e r p u b l i c i t y a i d s . 
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(7) V i l l a g e adDption prograjnme, 
(8) D i s t r i c t aaopt ion programme, 
(9) Farmers s e r v i c e cen t r e s* 
(10) Farmers T ra in ing tos-titutes, 
(1) CROP DEMONSTRATION 
Lying o u t crop demonst ra t ions on the f i e l d s 
of farmers has been found to be one of t h e most i n p o r t a n t 
t o o l s for convincing c u l t i v a t o r s to adopt iiiproved package 
of p r a c t i c e s . Two p l o t demons t ra t ions , block demonst ra t ions 
and whole farm doi ions t ra t ions are conducted by the f i e l d s t a f f 
of IPFCX). IPPCO demonst ra t ions are conducted wi thout the 
p r o v i s i o n of any s u b s i t y on f e r t i l i z e r s . I n two p l o t demons-
t r a t i o n IFFCO's recommended p r a c t i c e for f e r t i l i z e r use i s 
compared with farmers own p r a c t i c e of f e r t i l i s a t i o n , t h e 
r e s t of t h e p r a c t i c e s remain i d e n t i c a l i n both the p l o t s . 
These demons t ra t ions a re mainly conducted on t h e f i e l d s of 
small and marginal farmers vto need to be educated for 
adopt ing inproved a g r i c u l t u r a l t echnology . Wiole farm and 
block demons t ra t ions a re a lso c a r r i e d o u t on the farms of 
i n d i v i d u a l s o r a group of fa rmers . The s i z e of ba lanced 
f e r t i l i s a t i o n i s demonstrated on t h e s e comparat ively l a r g e 
farms to convince t h e farmers, t h a t irrproved package of 
p r a c t i c e s are a p p l i c a b l e under f i e l d c o n d i t i o n s and by 
adopt ing ba lanced f e r t i l i z a t i o n programmes, l i n k e d with o t h e r 
inproved p r a c t i c e s they can o b t a i n more y i e l d s aPd p r o f i t s . 
Only a l i m i t e d number (5 demonstra t ions) a re c a r r i e d o u t by 
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each fielQ representative every year. 
(2) FARMERS MEETING 
Farmers meeting have been found to be the 
most e f f e c t i v e media of communication to the farmers . Farmers 
meetings are ar ranged from time to t ime in s e l e c t e d v i l l a g e s 
v^ere inproved package of p r a c t i c e alongwith e f f i c i e n t f e r t i l i z e r s 
use are eo^ la ined i n d e t a i l . At t imes, the method of demons-
t r a t i o n s a re a l so given for v a r i o u s agronomical p r a c t i c e s , A 
l i m i t e d t a r g e t of on ly 4 farmers meet ings for each f i e l d 
r e p r e s e n t a t i v e i n one yea r has been s e t . However, IFFCO's 
own exper ience has shown t h a t the s t a f f conducts more than 
t a r g e t t e d number of demons t r a t ions . 
(3) FIELD DJi^ S g>EClJ>li COMPAiGN PROGRAMME 
The f i e l d day func t ions a re o r g a n i s e d a t 
t h e s i t e of success fu l crop demons t r a t ions . Farmers f3X>m 
the demonstrat ing v i l l a g e and t h e neighbouring a r ea s a r e 
i n v i t e d and the b e n e f i c i a l e f f e c t s of IFFCO's p r a c t i c e o f 
f e r t i l i z a t i o n a re e:5^1ained and oonpared to the farmers 
e a r l i e r p r a c t i c e s . Local farmers as well as e x p e r t s from 
t h e research i n s t i t u t i o n s and a g r i c u l t u r a l u n i v e r s i t i e s are 
a l so i n v i t e d to p a r t i c i p a t e i n t h e s e meet ings and d i s c u s s i o n s . 
(4) CROP SEMINARS 
The e3<perience of working with the farming 
community while conduct ing d i f f e r e n t t y p e s of ex tens ion 
pl^M^^^^t ^^ ^^^ IFFOO to adopt a new s t r a t e g y i n 
o r g a n i s i n g s p e c i a l conpaign prograjmmes l i k e s o i l t e s t i n g , 
seed t r e a t m e n t . Organ i s ing seminars to b r ing about the 
most meaningful communication between the s c i e n t i s t s , 
farmers and . the ex tens ion agenc ie s vgorking for i n c r e a s i n g 
a g r i c u l t u r a l p r o d u c t i o n . In t h e s e seminars one ^ e c i f i c 
crop l i k e sugarcane, c o t t o n , wheat, p u l s e s and o i l s e e d s 
a r e s e l e c t e d for s p e c i a l i s e d t rea tment spd t h e audience 
i nc lud ing farmers , coope ra t i ve pe r sonne l and ex t ens ion 
vorkers a re exposed by e3<perts to inprove agronomical 
p r a c t i c e s recommended for t h a t p a r t i c u l a r crop in t h a t 
p a r t i c u l a r r eg ion . These seminars a re g e n e r a l l y o rgan i sed 
a t t he r eg iona l h e a d q u a r t e r s i n c o l l a b o r a t i o n with a g r i c u l t u r e 
u n i v e r s i t i e s and resea rch i n s t i t u t i o n s , 
(5) TRAINING PROGRAMI'lES 
The t r a i n i n g programmes a re o r g a n i s e d for 
IFiCO's own pe r sonne l twice a y e a r i n o r d e r to upgrade t h e i r 
t e c h n i c a l knowledge and a lso to make them success fu l salesmen 
and good communicators. Ihe t r a i n i n g programmes for coopera-
t i v e personne l have given r i c h d iv idends because they are 
t h e peop le who a re in fung ic ides , i n s e c t i c i d s and weedicids 
e t c . Thorough s e r v i c e s h a s been rendered to them by t h e i n p u t 
manufac tu re r s , A progra)^me such a s s o i l t e s t i n g has proved 
t o be the most impor tan t t o o l for b r i n g i n g awareness spong farmers 
i n t h e use of bJJLanced f e r t i l i z e r s . In tJiese programmes, the 
farmerp assembled a t a p a r t i c u l a r p o i n t a r e given method 
<aemonstEa(fcion for v a r i o u s types of prograrames and the same 
t h i n g i s r epea t ed by a i l t h e assembled farmers with t h e he lp 
o£ X^iCO's s t a f f . The maximum e f f i c i ency of f e r t i l i z e r s cannot 
be achieved u n l e s s the farmers adopts t h e f u l l package of 
p r a c t i c e s . This i s one of the way where by t h e s e r v i c e a t 
t h e door s t ep of the farmer, i s r e n d e r e d . Ful ly convinced to 
t h e concept of coinplete package of p r a c t i c e s t o r i n c r e a s i n g 
i i g r i c u l t u r a l p roduc t ion t h e farmer adopts them w i l l i n g l y . 
The crop seminars are r e l a t i v e l y new add i t i on to 
IPFCO's promot ional s t a r t e g y . The c l o s e touch wi th t h e 
farming community/ coope ra t i ve personne l a re t r a i n e d i n the 
Package of p r a c t i c e s fc»r v a r i o u s c rops , ba lanced f e r t i l i z a t i o n 
programme, e f f i c i a i t f e r t i l i z e r use , f e r t i l i z e r l o g i s t i c s and 
sa lesmenship . Each f i e l d r e p r e s e n t a t i v e o r g a n i s e s on an 
average twD such t r a i n i n g p r o g r ^ m e s in a y e a r . 
(6) USE OF MASS MEDIA AND OTHER PUBLICITY AIDS 
I n o rder to b r i n g awareness among t h e farmers 
and o t h e r peop le , p u b l i c i t y programmes are under takoi with t h e 
he lp of mini hoardings , s ignboards demonst ra t ion , boards , 
p o s t e r s , crop f o l d e r s , p a r t i c i p a t i o n in Melas and e x h i b i t i o n s 
and use of r ad io and T.V. coverage for IFFCO's programmes. 
Radio s p o t s a re a lso r e l e a s e d on t h e commercial b r o a d c a s t i n g 
s e r v i c e of Al l I n d i a Radio seasona l ly i n d i f f e r e n t l anguages . 
<7) VILLf^ GE ADOPTING PROGRAMME 
Each v i l l a g e in the country i s a u n i t i n 
i t s e l f , itis p rosper i ty c ^ only be ensured through an 
in tegera ted development programme. Based on the experience 
gained by IPFCO through i t s promotional prograPimes, i t was 
f e l t thgtt exteasive worK should be tal^en up in some of the 
selected v i l l ages wliere the IFPCO f ie ld representa t ives 
should serve as c a t a l y t i c agents for involving di f ferent 
agencies in the a l l round development of the v i l l a g e s . Each 
IFPCO f ie ld representa t ive i s given the task of adopting one 
vill^age under t h i s programme. In adopting v i l l age the tasks 
e^^ected of the f i e ld representa t ive are as under ; -
(a) To act as c a t a l y t i c agent to bring together 
di f ferent profess ionals such as Techn ic i^ s , bankers, suppl iers 
of inputs e t c . so tha t they could have meaningful dialogues 
with the farmers and cont r ibute towards the socio-economic 
development of the area. This i s based on the philosophy that 
modern science and technology csin be brought home t» the 
farmer in the v i l l a g e onlyin the language he knows so that 
tangible r e s u l t s are achieved. 
(b) To render ass is tance the farmer in drawing soi l 
samples, ge t t ing the r e s u l t s of soi l analysis in te rp re ted 
and recommending proper f e r t i l i z e r doses based upon on so i l 
t e s t s , 
(c) As a p a r t of farmers education progr^mes to 
conduct and arrange (i) l a rge number of f i e ld danonstrations 
designed to help farmers in adopting improved farm management 
practi©®, ( i i ) farmer 's meetings and f i e ld days on the one 
hand group discussions and farmers t r a in ing programmes on 
other for explaining the package of p r ac t i ce s and the i r cost 
benef i t r a t i o , 
(d) TO arrange the a v a i l a b i l i t y of f e r t i l i z e r s at 
the r i g h t time near the farmer' s home. 
(e) To organise in tens ive t ra in ing programmes of the 
cooperative sales point personnel to provide them with essen-
t i a l agronomic information about p lan t nu te r i en t s , f e r t i l i z e r 
u s e / e t c , so tha t through t h i s inportant channel the message 
c^uld be transmitted to a la rge number of farmers. 
(f) To a s s i s t the farmer in procuring timely coopera-
t i v e c r e d i t for purchasing inputs . Even though a pa r t of 
c r ed i t i s made avai lable to farmers in kind, due to procedural 
problons, i t does not reach them in the time and the crop 
season i s l o s t , A close l i nk with the cooperative bank and 
cooperative department generally r e s u l t s in removing such 
bot t lenecks and provides real ass is tence to the farmers, 
(g) In order tha t the farmers are able to get 
production c r e d i t in time for purchasing inputs the formali-
t i e s of ge t t ing cooperative c r e d i t need to be quickly fu l f i l l ed . 
This alone can ensure proper u t i l i s a t i o n of cooperative c red i t 
and i t s non-diversion to unproductive channels, IFPCO's 
f i e ld vorker renders help in t h i s d i rect ion as also in working 
out individual fa^ni p l ^ s of se lec ted familiar in the v i l l a g e , 
(h) lb help in the d ive rs i f i ca t ion of agr icu l ture b / 
encouragi«9 farmers apd l and less labourers to take up poul t ry 
§^miM<f^ll^mm.'''mmf9m%i 'igmmng of vegetables e t c . 
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(i) !Ito enlarge membership of the v i l l age cooperatives 
so tha t cent per cent farming families jo in the society, also 
to Qisure that the recoveries of cooperative c r e d i t are t o t a l 
and f u l l . S5«^ial emphasis i s l a i d on serving the re<^irements 
of small farmers in preference to the bigger cos t s . 
(j) lb give lessons in balanced n u t r i e n t s and 
encourage farm youth to grow vegetables e t c . in t h e i r youth 
Clubs. 
(8) IgSTRICT ADDPTION PROGRAMME 
On t h e b a s i s of i r r i g a t i o n p o t e n t i a l and 
o t h e r i n f r a s t r u c t u r e the Oovemraent of I n d i a i n d e n t i f i e d 
in Kharif 1976 for t h e purpose of i n t e n s i v e f e r t i l i z e r 
promotion compaigns of 20 d i s t r i c t f a l l i n g under IFFCO's 
market ing a rea have been adopted by IFFCX). In t h e s e adopted 
s t r i c t s , survey vork on t h e e x i s t i n g p o t e n t i a l r e l a t e d to 
h igh y i e l d i n g v a r i t i e s f e r t i l i z e r use, tjumber of s a l e p o i n t s , 
i r r i g a t i o n f a c i l i t i e s and o t h e r a g r i c u l t u r a l a spec t s a re 
undertaken and on ac t ion p r o g r ^ m e i s dravjn up. Promotional 
programmes l i k e s o i l t e s t i n g , seed t r e a t m e n t ^ d p l a n t 
p r o t e c t i o n programmes are i n t e n s i f i e d . F e r t i l i z e r i s made 
a v a i l a b l e i n t ime . In d i s t r i c t adoption programmes a l l 
promot ional and supply a c t i v i t i e s a r e o r g a n i s e d wi th the 
coopera t ion of d i s t r i c t a g r i c u l t u r e a u t h o r i t i e s , 
(9) FARMERS SgRVICE CENTRES 
IFFOO has established farmers service centres 
wltli ^ © ^ e t s i f i c o b j e c t i v e of p rov id ing a g r i c u l t u r a l i n p u t s 
such as seeds , f e r t i l i z e r s , p e s t i c i d e s along with t h e package 
of t e c h n i c a l guidance to t h e farmers i n t h e a r e a . The farmers 
come to t h e c e n t r e s , t o meet ou t t h e i r requi rements of i n p u t s 
under one roof a l so they g e t t e c h n i c a l adv ice . The c e n t r e s 
a re run by a g r i c u l t u r a l l y q u a l i f i e d pe r sons v*io have been 
t r a i n e d to g ive p roper guidance to t h e farmers . At the moment 
t h e s e farmer s e r v i c e c e n t r e s a re func t ion ing i n Punjab, Haryeina 
and U t t a r P radesh , In a l l 57 c e n t r e s a re func t ion ing in 
t h e s e th ree s t a t e s , 
(10) FARMING TRjMNING INSTITUTiSS 
Coopera t ive Rural Development Trus t formed 
by IFFOO i s s e t t i n g up "Moti la l Nehrqi Farmers Tra in ing I n s t i t u t e " 
near t h e s i t e of IFFCO's Phu lpur p l a n t . The i n s t i t u t e and t h e 
farm i s spread over an aJ^ea of 120 h e c t a r e s . I t s ph i losophy 
i s •'Learning Through Doing" and i t i s in tended t o se rve t h e 
fo l lowing o b j e c t i v e s t-
( i) To communicate t h e message of modem a g r i c u l t u r e 
to farmers i n a way t h a t they w i l l adopt i t . 
( i i ) TO develop p r o f e s s i o n a l l e a d e r s h i p amongst young 
farmers so t h a t theybecorae message c a r r i e r s for o t h e r s . 
( i i i ) To se rve as a model farm i n the l o c a l i t y to 
c r e a t e awareness ^nnong farmers regard ing t h e p o t e n t i a l 
b e n e f i t s of s c i e n t i f i c farming. 
FERTILISER SJ)LES REPRESENTATIVE 
j n a sense , a f e r t i l i z e r s a l ^ s r e j r r e s a n t a t i v s i s l i k e 
any o t h e r f i e l d s a l e s r e p r e s e n t a t i v e doing s i m i l a r func t ions 
and f u l f i l l i n g s i m i l a r r o l e s . Yet he i s vary d i f f e r e n t i n 
more ways than one form h i s c o u n t e r p a r t s in t h e consumer goods 
market . 
I t ha s been recognised for q u i t e some time t h a t the 
market ing of agro imputs which i n c l u d e s f e r t i l i z e r s has many 
unique c h a r a c t e r i s t i c s about i t . In t h e f i r s t p l a c e the market 
i s very d i f f e r e n t from one where the s a l e of consumer goods, 
i n d u s t r i a l goods and s e r v i c e s have f l o u r i s h e d a l l the y e a r s . 
Whereas, t r a d i t i o n a l l y , our market ing e f f o r t s have been 
c o n c e n t r a t e d in t h e urban area# t h e e n t i r e market for 
f e j c t i l i z e r i s i n t h e r u r a l a r ea . 
I t i s well known t h a t t he c h a r a c t e r i s t i c s of the 
r u r a l market a re v a s t l y d i f f e r e n t from those o f the urban market, 
In as much as r u r a l market ing d i f f e r s from urbefi madeting, 
f e r t i l i z e r s e l l i n g becomes a i ^ e c i a l j o b d i s t i n c t from the j o b 
of s e l l i n g o t h e r commodities. 
Again, i f we t ake the p roduc t as such, f e r t i l i z e r i s 
a s p e c i a l p roduc t vAiich could n e i t h e r be c l a s s i f i e d along with 
the consumer goods nor with the i n d u s t r i a l goods . I t i s n o t 
an end p roduc t to t h e farmer even though i t i s one t o the 
f e r t i l i j z e r market ing man. AS f a r as t h e farmer i s concerned. 
f e r t i l i z e r i s e s s en t i a l l y a raw material o r an input with 
vihich be produces h i s valuable agr icu l tu ra l oonroodities. 
Moreover, while in theory f e r t i l i z e r application vould increase 
the ag r i cu l t u r a l y i e l d manifold, in p rac t i ce i t must be 
admitted that a f e r t i l i z e r alone will not do the t r i c k . The 
y i e ld depends on .a number of fac tors . Unless f e r t i l i z e r i s 
applied as a p a r t of a pacKage of inputs supported and supple-
mented by the order two packages, v i z , the package of services 
and the package of p rac t i ce s (the modem farming technology) 
the sa t i s fac t ion ej^ected of f e r t i l i z e r use wi l l not be there . 
This i s another special aspects of the f e r t i l i z e r marketing 
j ob . 
Not only the market and the product are specia l , but 
every o ther aspect of marketing such as the consumer, the 
channel, the problems of physical d i s t r ibu t ion , mass, commu-
nicat ion, Sales promotion, a f te r sa les services , personal 
s e l l i ng by individual salesman e t c . also become unique when 
they are applied to f e r t i l i z e r marketing. 
Tasks of a F e r t i l i z e r Sales Representative 
Basically the job of a f e r t i l i z e r salesman cons i s t s 
of the same tasks which any other salesman i s c a l l ^ upon to 
perform, v i z . t 
1. Sel l ing and st imulat ion of sa les by personal contac ts . 
2. sa les administration or a s s i s t i ng in sa les administrat ion, 
3. Warehousing Management or a s s i s t i ng in Warehouse Management, 
uF J l 
4» Sai,#s f-romotion or ass i s t ing in sa les PEOittotion. 
5. supplying "Itood Back" and "Market In t e l l i gence" to the 
cortpany. 
6 . Managing the Dealer network selection^ jsppointment 
- Development/ Training & Motivation of Dealers. 
7 . Servicing Dealers. 
8. Servicing Customers, 
9. Credit Management and col lec t ion of outs tandings . 
10. Public Relat ions/Liaison. 
In each of these tasks , tiie salesman i s an operator , 
as well as a p lanner . I f we consider the s e l l i ng tasks as 
such, the f i e ld sa les representa t ive actual ly inplanents the 
Sales plan of the conpany. At the same time he i s involved 
in the Sales Planning of the conpany himself - a t the grass 
root l e v e l . For the Marketing Division of a company, the 
f ie ld salesman i s the point vAiere every thing s t a r t s and 
where every thing ends. Jus t as in the ' case of "Actual Sel l ing" 
in the order re la ted tasks such as "Sales Promotion" o r 
"Customer Service" or "Market Assessment" the f ie ld representa-
t i ve acts a b i t of a planner and a b i t of an opera tor . 
Because of t h i s pecu l ia r s i tua t ion , the salesman, often 
becomes a self-mahaged operator . His successkepends on how 
effect ively he raahages himself. 
The f i e ld s a l e s representa t ive performs M s primary 
t'Q0'k. o f **S©llii^g" by meeting the e x i s t i n g demand with the 
su^-^tT^^ t h e p r o d u c t s i n t ime . I n the case of a commodity 
l i k e f e r t i l i z e r , the time f a c t o r o r the seasonal f a c t o r i s 
very i i t po r t ah t . APd i f the salesman f a i l s to conclude a 
s a l e in t ime he misses i t for ever in the case of f e r t i l i z e r s , 
j ^ p a r e n t l y he has to s tock f e r t i l i z e r s a t the ^ p r o p r i a t e 
t ime and a t a p p r o p r i a t e c e n t r e s and coo rd ina t e t h e s a l e s j o b 
witii the j o b of warehousing and the j o b of t r a n s p o r t from the 
p roduc t ion end. 
QRgi^ TION OF NEW CUSIOMERS 
His nex t i i rpor tan t t a s k i s to l o c a t e p o t e n t i a l dem^d 
for h i s p r o d u c t s and conver t the " " P r o j e c t s " i n t o h i s "Customers", 
This t a s k , he performs bya b i t o r Market Research o r APalys is 
and by a b i t of "Personal S e l l i n g " , Winning new customers o r 
"New Accounts" for the company c o n s t a n t l y i s an i n t e g r a l p a r t 
of a sa lesmen ' s j o b . i n f a c t i t would be no exaggera t ion to 
say t h a t a salesman g e t s p a i d p r i m a r i l y for t 
(a) Customer g e t t i n g ; and 
(b) Customer keep ing . 
"Meeting C o n p e t i t i o n " i s an important p r e r e q u i s i t e 
for "Get t ing Customers" and "Keeping Customers" . The salesman 
"Meets Compet i t ion" by making h imse l f a l i n k s i m u l t ^ e o u s l y in 
t h r e e ^different channels of oorranunications - i n what goes on j 
( i) Between Company and Customer, 
( i i ) fietweai Customer and Conpe t i t o r ; and 
( i i i ) Between C o n p e t i t o r s ^ d Conpany, 
I t i s d i f f i c u l t for a salesman to be e f fec t ive in 
meeting corrpetition unless he i s thorough in h i s assessment 
with^ regarar^to s 
(a) Competitor 's sa les d e t a i l s ; 
(b) Conpeti tors Pr ic ing Policy; 
(c) Conpetitors a c t i v i t i e s in dealer motivation; 
(d) Conpetitors a c t i v i t i e s in customers motivation; 
(e) Conpetitors promotion media; 
(f) Compet i tors r e l a t i v e advantage and d i s a d v ^ t a g e s -
s t r e n g t h and'weakness in the market in oonparison v/ith 
h i s own company, 
DEMJER MaNAGEMENT 
A f i e l d r e p r e s e n t a t i v e i s a a c t i v e l y involved in the 
s e l e c t i o n , appointment, t r a i n i n g and mot iva t ion of the d e a l e r s . 
In f a c t , the development of an e f f i c i e n t expanding, p rospe rous 
and success fu l network of d e a l e r s in the pr ime r e s p o n s i b i l i t y 
of a Sa les r e p r e s e n t a t i v e . 
Depending on t h e d i s t r i b u t i o n p o l i c y of t h e conpany, 
t h e s a l e s r e p r e s e n t a t i v e h a s to b u i l d the d i s t r i b u t i o n channe l . 
While the channel p o l i c i e s a re decided by the top management, 
the s e l e c t i o n of i n d i v i d u a l d e a l e r s i s o f t en the r e s p o n s i b i l i t y 
of t he f i e l d s a l e s r e p r e s e n t a t i v e . He should apply well 
def ined c r i t e r i a vAiile s e l e c t i n g p e r s o n s for appointment as 
d e a l e r s and once theyhave been appointed he slx>uld go a i l o u t 
to inaJas them success fu l o u t l e t s of t he oorrpany. He p l a y s a 
v i t a l rckie in developing, t r a i n i n g and mot iva t ing the d e a l e r s . 
Dealer development i s a cont inuous j o b . 
gTpCK N^ tfJAGEMENT OR INVENTORY CONTROL 
i b r any l a r g e s i z e d cx)iipany f i n i s h e d p roduc t inventory 
c o n t r o l i s a major t a s k - a major cos t saving a r e a . The 
f i e l d s a l e s Represen ta t i ve has a v i t a l r o l e to p l ay in t h i s . 
He should know when to o r d e r for what p r o d u c t s and in v*iat 
measure. He should know v^iere to s t o r e , y i a t p r o d u c t s , how 
much and when. He should s t r i k e a bala^ice between " s e l l i n g " 
and "Stocking" on one hand and between "Stocking and Order ing 
for f u r t h e r despa tches from the p roduc t ion Cen t r e " on the o t h e r 
hand. He should be conversant wi th a l l t he se fundamental and 
useful p r i n c i p l e s of m a t e r i a l s management and adapt them in 
p r a c t i c e to the f e r t i l i z e r market ing j o b i n t h e given con tex t 
of h i s t e r r i t o r y . 
Depending on t h e o r g a n i s a t i o n a l s e t up wi th in which 
he works, he a l so p l a y a r o l e in warehousing p l ann ing and 
wfeirehousing management. 
One f e a t u r e t h a t i s s p e c i a l to f e r t i l i z e r market ing 
in t h e ma t t e r of inven to ry c o n t r o l i s h igh s e a s o n a l i t y of 
t he m a t e r i a l . 
BOLE IN SALES PHOMDTION 
Di f fe ren t o r g a n i s a t i o n s have d i f f e r e n t systems and 
o p e r a t i o n methods. Depending on t h e system adopted by the 
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p a r t i c u l a r o r g a n i s a t i o n in which he happens to work^ the 
salesman w i l l have to p l ay h i s r o l e in the s a l e s promotion 
a c t i v i t i e s of h i s o r g ^ i s a t i o n . Normally, the p l ann ing and 
irtp lament a t ion of s a l e s promot ional a c t i v i t i e s w i l l be c a r r i e d 
o u t by the s t a f f of the department concerned. But as the 
lineman, r i g h t on the spot , t he f i e l d r e p r e s e n t a t i v e w i l l 
have to do the magic of s a l e s - promotion a l so , by himself to 
a l a r g e e x t e n t . He only a s s i s t s the corrpany. in i t s s a l e s 
promotion programme bu t a l so feeds the company with va luab le 
information about the s a l e s promotion programmes of the 
compet i to r s and o f t e n makes h i s own sugges t i ons on e f f e c t i v e 
Sa les promot ion, 
j « : t i v i t i e s l i k e demons t ra t ions , f i e l d day, s tudy 
c l a s s e s , minor e x h i b i t i o n s , f i lm shows, mike announcements, 
f e r t i l i z e r f e s t i v a l s e t c . would come under s a l e s p romot ion . 
There i s a good deal of p l ann ing involved in each of those 
a c t i v i t i e s , 
CQMKRJNICA1I0N AND REPORTING 
sending "food back" to t h e conpany i s an e q u a l l y 
impor tan t t a sk of a s a l e s r e p r e s e n t a t i v e s . Normally a s a l e s 
r e p r e s e n t a t i v e i s expec ted to spend a good deal of h i s time 
on " r e p o r t i n g " . I t i s , t h e r e f o r e , very e s s e n t i a l for him to 
be thorough with the p r o c e s s of r e p o r t i n g and communication. 
He h e l p s the management in dec i s ion making by h i s " r e p o r t i n g " . 
I t w i l l b read ly c o n s i s t of j 
m 
• 4a)-~i§i^li^--iMspoxt;-- and 
(b) qpee ia l r q p o r t s . 
The r e g u l a r r e p o r t s w i l l i nc lude the p r e s c r i b e d 
p e r i o d i c a l s t a t e m e n t s / r e t u r n s on s t o c k / s a l e s e t c . , as well 
as h i s own t o u r programme/toar r e p o r t s e t c . In a d d i t i o n to 
t h e s e r e g u l a r r e p o r t s the s a l e s r e p r e s e n t a t i v e should a lso 
feed h i s m^agement on an adhoc b a s i s , any development in 
the marJcet worth ment ioning , A compet i to r might suddenly 
come up wi th a p r i c e cu t , another wi th an enhancement of 
d e a l e r margin, a t h i r d one wi th an o f f season o r quan t i t y 
r e b a t e , a foiurth wi th a new packing o r a new s a l e s promotion 
gimmick. The salesman i s r i g h t on the s p o t in the midst o f 
t h e s e changes and developments . He has to be a l i v e to t h i s 
and r e p o r t immediately to h i s management i n a d e t a i l e d manner 
the developments as well as t h e i r i n p l i c a t i o n s as seen by him. 
B a s i c a l l y "Gbod Repor t ing" o r 'Peed Back Wbrk" c o n s i s t s 
of t he fol lowing s t e p s t 
(a) Deciding what messages to be sen t and to vAiom and a t v^a t 
t ime , 
(b) Transmi t t ing the messages a c c u r a t e l y , 
(c) summarising and i n t e r p r e t i n g , 
(d) Main ta in ing r e c o r d s / f i l e s of what i s r e p o r t e d . 
KNO^EpGE REQUIRED BY THE FERTILIl^ER S^EfflUtfSI 
For performing most of the foregoing t a s k s with 
cornpetence aPd conf idence, t h e f i e l d s a l e s r e p r e s e n t a t i v e 
should have a good d^al of knowledge. He should t 
(a) Know h i s p r o d u c t s j i t s uses Cc$>acitiea - value to t h e 
buyers - what b e n e f i t i s a c t u a l l y confers on them - i t s 
c o n p e t a t i v e advantages in r e l a t i o n to -ttie o t h e r l i k e 
p r o d u c t s in the market e t c , 
(b) Knovf h i s conpany : I t s o b j e c t i v e s - p o l i c i e s - r e sou rce s -
methods of o p e r a t i o n e t c . 
(c) Know h i s customers : t h e i r c h a r a c t e r i s t i c e s o r picof i le -
t h e i r motives - t h e i r goal and i n t e r e s t s - t h e i r a t t i t u d e s 
and view p o i n t s - t h e i r s t r e n g t h s and weaknesses e t c , 
(d) Know h i s market j i t s p o t e n t i a l - i t s e d a c i t y for growth -
i t s c h a r a c t e r i s t i c e s - i t s problems e t c . 
(®) Know hijg compet i t ion ; t h e i r p l u s and minus p o i n t s in 
r e l a t i o n to h imse l f in each ^ d every r e s p e c t - tljie p roduc t 
mix the d i s t r i b u t i o n mix - the promotion mix - t he p r i c i n g 
p o l i c y - p r e s a l e and a f t e r s a l e s e r v i c e - c r e d i t p o l i t y e t c . 
(f) Know himsel f : h i s s t r e n g t h s and weakness - h i s p o t e n t i a l -
goa l s and ambi t ious - h i s c a p a c i t y for t h i n k i n g b i g and 
a c t i n g b i g - the s t r e n g t h of h i s f a i t h in h imse l f e t c . 
PUBLIC REL.a,TlQNS AND LAISDN 
"Publ ic R e l a t i o n s " o r "L ia i son" i s pe rhaps the s i n g l e 
most i n p o r t a n t funct ion though somewhat i n t a n g i b l e of a good 
salesman/ p a r t i c u l a r l y in the rural marketing c»ntext. 
AS far as a f e r t i l i z e r salesman i s concerned, he 
wil l have to maintain proper IJIaison with the following board 
Categories of people t 
(a) Dealers. 
(b) Farmers/customers. 
(c) Government Off ic ia l s connected with agr icu l tu re ^ d rural 
development, 
(d) The general Publ ic , 
Liaison with the dealers will be on a f e c i a l footing 
since the dealers are p a r t of the salesman's system and he wil l 
have to necessar i ly work through them day in and day ou t . 
Next to the dealers , the requirements of l i a i s o n i s 
in re la t ion to the farmers or customers or p rospec ts , ihe 
Salesman should keep in touch withhis customers and always be 
doing h i s best to influence t he i r decisions in favour of h i s 
company and i t s products . Customers are not only influenced 
by the qual i ty and pr ice but also by the ^ o d w i l l and service 
of the salesman. This i s p a r t i c u l a r l y prominent in a market 
where the sources of supplyare very many and the p r i ce , 
qual i ty e t c . are more or l e s s matching, in such conditions, 
more customers are won by the salesman's goodwill and serv ice . 
Liaison with the non-farming group also i s equally 
inportaPt for the f e r t i l i z e r salesman because the non-farming 
gjaawp in the rural Ind ia cons is t s of opinion leaders and 
message c a r r i e r . Itie image of a f e r t i l i z e r oonpanyin the 
r o r ^ iftsfrket i s created not only by the farmers, but also by 
members of other vocations and opinion l eade r s . This group 
Can be e f fec t ive ly handled by ca l l ing on them off and on^ by 
supplying them deta i led information about one ' s conpany and 
one ' s products and services; also by inv i t ing them to various 
functions or ce lebra t ions organised by the conpany and by 
d i s t r ibu t ion tothem the compliraentaries of the conpany, 
A special mention must be made about the o f f i c i a l s of 
Agriculture Department and the Cooperatives in the matter of 
l i a i s o n , as far a s f e r t i l i z e r business are concerned. The 
Of f ic ia l s of the Agriculture Extension Agencies of the s t a t e 
as well as agr icu l tu ra l s c i e n t i s t of the teaching and research 
i n s t i t u t i o n s are as much useful to the f e r t i l i z e r marketing 
man as the men of the medical profession are to the pharma-
ceut ica l Sales represen ta t ive . The f e r t i l i z e r shop could be 
conpared to the medical shop. By convincing the ' a g r i c u l t u r a l 
doctor* he cen ge t a p resc r ip t ion in favour of h i s products 
and the farmers wil l flock h i s f e r t i l i z e r whop with the 
p r e s c r i p t i o n s . 
I t i s e s sen t i a l for f e r t i l i z e r salesman to develop 
contact with the o f f i c i a l s a t every level - s t a r t i n g from the 
Gram Sewak a t the v i l l age l eve l , the A . E . O . and B . D . O . at the 
Block l eve l , the D.A.O. and the cy. Director a t the D i s t r i c t 
l eve l , the Director of Agriculture and h i s e s tab l id inen t a t 
the State level and the various o ther men engaged in f e c i a l 
a g r i c i l t a r a l programrne and agr icu l tu ra l research. 
HJS the cooperatives play a v i t a l role in f e r t i l i z e r 
marketing and d i s t r i bu t ion and as they are addi t ional ly 
equipped with the input of c redi t / a good f e r t i l i z e r sa les 
representa t ive wil l perform to maintain the best of re la t ion 
with the cooperatives a l so , 
WLth, the e5<pansion of a c t i v i t i e s in the rural area 
by commercial banks both inthe Public and Pr iva te sec to r s . 
I t wi l l be quite useful to develop good contacts with the 
hanks# so t ha t the avai lable bank financing f a c i l i t i e s for 
ag r i cu l tu ra l production and f e r t i l i z e r production and 
f e r t i l i z e r t rading could be tapped fully to h i s own advantage. 
Whatever be the type of l i a i s o n required the p r i n c i p l e s 
involved in developing i t are same. Essent ia l ly the more he 
moves with the people under reference the more i s the goodwill 
created; the more t h a t he inpresses them with h i s own persona-
l i t y and behaviour the more i s the goodwill created; the more 
he convinces h i s men about h i s understanding of t he i r needs 
and h i s wil l ingness to helpthem and closer they come to him; 
the more he pushes himself towards hin^ the more he applied 
the feed back on himself, h i s products and services , the 
more favourable decisions he wi l l get from them; the more he 
smiles, the more are the chances of success and the more he 
frown the more are the chances of f a i l u t e . 
in 
•The essence of l i a i son and i t role in salesmanship 
Was put by an ^ e r i c a n in the following beautiful and 
convincing vords t 
•A l inking for people - a l l people; 
Absence of nerves as you go into a crowed XDowt 
Enthusiasm for pu l l ing the Cart - i f i t i s to be done; 
An even tenper under s t ress ; 
Willingness to help o thers 
Even at inconvenience to yourself . 
This i s not the p o r t a i t of a fellow in search of 
a ha lo . I t i s the s i lhoue t te of a promising salesman. 
And shal l we say* t h i s i s a l l the more true of a 
f e r t i l i z e r salesman. 
m 
OUILINE OF THE CAt'€>AlGN 
1. BmSTC PBJSNHCNG AHD WORKING OUT IHE TARGETS 
TaKing i n t o a c c o u n t t h e a r e a t o be grown u n d e r c r o p s 
and p r a c t i c a l l y a t t a i n a b l e l e v e l s o f f e r t i l i z e r d o s e s month ly 
f e r t i l i z e r consumpt ion t a r g e t s t o b e worked o u t v i l l a g e w i s e , 
b l o c k w i s e and d i s t r i c t w i s e i n t h e s e l e c t e d d i s t r i c t s . 
2 . ASSIGNMENT OF RESPONSIBILITIES K)R JtCHIEVEMENTS OF TARGETS 
R e s p o n s i b i l i t y f o r a c h i e v i n g t h e f e r t i l i z e r t a r g e t s a t 
t h e v i l l a g e l e v e l b e f i x e d on t h e v i l l a g e l e v e l w o r k e r s , 
s i m i l a r l y t h e A g r i c u l t u r e E x t e n s i o n o f f i c e r s be made r e s p o n -
s i b l e t o a c h i e v e t a r g e t s which h a v e been a s s i g n e d t o t h e VLW's, 
At t h e b l o c k l e v e l , t h e B.D.O. s h o u l d be made r e s p o n s i b l e t o 
a c h i e v e t h e t a r g e t s f i x e d f o r b l o c k . At t h e d i s t r i c t l e v e l , 
t h e D.A.O. o r t h e Deputy D i r e c t o r I n c h a r g e o f t h e d i s t r i c t 
u n d e r t h e o v e r a l l c o n t r o l o f t h e flistrict C o l l e c t o r , be made 
r e ; ^ o n s i b l e , 
3 . INPUT SUPPLY 
N e c e s s a r y a r r a n g e m e n t f o r s t o c k i n g o f c e r t i f i e d s e e d s , 
f e r t i l i z e r s and p e s t i c i d e s i n r e q u i r e d q u a n t i t i e s b e made w e l l 
i n advance of t h e p e a k season a t t h e r e t a i l o u t l e t s i n o r d e r 
t o c r e a t e n e c e s s a r y c o n f i d e n c e amongst t h e c u l t i v a t o r s t o t h e 
e f f e c t t h a t t h e i n p u t s i n s u f f i c i e n t q u a n t i t i e s w i l l b e 
a v a i l a b l e t o them a s ^ d when r e < ^ i r e d . APtion s h o u l d a l s o b e 
taken in advance for working out the additional number of 
re ta i l out lets especiallyin the in ter ior potential areas and 
the matter for opening them be persued by District Collectpr/ 
Deputy Directors of Agriculture through the s ta te Government 
with the cooperative and private dealers, AP far as possible 
opening of composite input distribution centre fcr f e r t i l i ze r 
cer t i f ied seeds and pesticides should be encouraged so that 
the farmers get the main irputs under one roof, 
4. ARRANGEMENTS TOR CREDIT 
After a s s e s s i n g the requi rements for c r e d i t d i s t r i c t -
wise t a r g e t for c r e d i t be f ixed and p r o c e s s i n g of g p p l i c a t i o n s 
and g e t t i n g l o a n s sanc t ioned , pro_per ba lanc ing of A 5^  B conpo-
nen t s of t h e c r e d i t be done to 2-4 weeks in advance of t h e 
sowing season. De ta i l ed review soc ie tywise a t block and 
d i s t r i c t l e v e l vDUld be of g r e a t h e l p , 
5, ENSURING IRRIGATION AND POWER SUPPLY 
D i s t r i c t C o l l e c t o r should see t h a t t imely i r r i g a t i o n 
i s avai la i^le to t h e farmers by p e r s u i n g t h e m a t t e r r e g u l a r l y 
with the S t a t e Department of I r r i g a t i o n , Likewise the 
p o s i t i o n regard ing power supply for running puitping s e t s 
should be reviewed by the D i s t r i c t C o l l e c t o r p e r i o d i c a l l y 
once a f o r t n i g h t with t h e r e p r e s e n t a t i v e s of t h e Department 
of Power. 
6 . INTTTiTJgTPTCftTIOH OF SOIL TESTING F|^(?ILITIES 
The s o i l t e s t i n g c o n p a i g n s h o u l d be l a u n c h e d we l l i n 
advance x)f t h e conim@iC€»aent o f t h e s e a s o n a3id a l l a v a i l a b l e 
s o i l t e s t i n g f a c i l i t i e s mus t be g e a r e d up i n o r d e r t o mee t 
f u l l y t h e r e q u i r e m e n t s o f f a r m e r s i n t h i s r e i ^ e c t . 
Eue e n p h a s i s b e l a i d on u s i n g t h e recommended d o s e s 
o f N, P and K u s e o f Z inc ^ u l p h a t e and o t h e r m ic ro n u t r i e n t s 
o f t h e b a s i s o f t h e s o i l t e s t b e e n s u r e d . 
A p e r f o r m a s h o u l d be p r e p a r e d f o r i n d i c a t i n g t h e 
s o i l t e s t i n g r e s u l t s aPd t h e s e s h o u l d be c l e a r t o t h e f a r m e r . 
The recommenda t ions s h o u l d b e made a v a i l a b l e t o t h a n we l l i n 
t i m e . T h i s i t e m s h o u l d b e r e g u l a r l y r e v i e w e d a t v a r i o u s l e v e l s . 
7 . TIQJTENING GUALIT^ C0HTR3L 
R e g u l a r c h e c k s be c a r r i e d o u t , f e r t i l i z e r s amp le s 
drawn by A g r i c u l t u r e I n s p e c t o r and g e t a n a l y s e d i n t h e 
F e r t i l i z e r Q u a l i t y C o n t r o l L a b o r a t o r i e s i n the S t a t e , The 
r e s u l t s s h o u l d b e b r o u g h t t o t h e n o t i c e o f t h e f a r m e r s w i t h 
t h e o b j e c t i v e o f p r o t e c t i n g t h e i r i n t e r e s t s and m a i n t a i n i n g 
t h e i r c o n f i d e n c e i n t h e q u a l i t y , 
8» CONSTANT SUPERVISION J>ND GUlDaNCE 
F i e l d s t a f f o f A g r i c u l t u r e Depar tment mus t be g i v e n 
s p e c i f i c r e s p o n s i b i l i t y f o r each b l o c k o f t h e d i s t r i c t t o make 
r e g u l a r v i s i t s t o t h e f i e l d s and r e p o r t t h e d i f f i c u l t i e s t o 
Its 
t he B i s t r i c t A g r i c u l t u r e O f f i c e r / D i s t r i c t C o l l e c t o r for 
quicTc a c t i o n . D i s t r i c t a g r i c u l t u r a l s t a f f should remain i n 
t h e f i e l d dur ing t h e sowing season t o r guidtfice to the farmers 
in t imely and p rope r a p p l i c a t i o n in i npu t s aPd in adequate 
q u a n t i t i e s . 
9. EFFECTIVE TRANSFER OF TEX^ H^ OLOCar 
The t r a n s f e r o<f the e x i s t i n g technology on t h e use o f 
minera l f e r t i l i z e r and o rgan ic m a t e r i a l s to the farmers 
should be i n t i g r a t e d in to t h e Tra in ing and v i s i t Programme 
of Extension as well as the normal ex tens ion a c t i v i t i e s of 
Extension Agencies such as K r i s h i vigyan Kendras, Farmer ' s 
T ra in ing C e n t r e s , Gram Sewal^ T ra in ing C e n t r e s and Extension 
Sducation I n s t i t u t e s . Tra in ing course may be ar ranged for 
f i e l d personne l and f e r t i l i z e r d e a l e r s by the s t a t e Government 
with the coope ra t ions of the Extension Agencies . Block 
dojaonstration on the i n t i g e r a t e d use mineral f e r t i l i z e r s aPd 
/o rgan ic manures should be j o i n t l y o r g a n i s e d by the s t a t e 
Dspartmant, A g r i c u l t u r e U n i v e r s i t i e s and F e r t i l i z e r manufact-
u r e r s . 
10. PUELICITY 
Prope r use of t h e mass and a u d i o - v i s u a l a id , i . e . 
P r e s s , Radio, Te l ev i s ion , P ^ n p h l e t s , P o s t e r s and Handbi l l s 
for p u b l i c i t y on t h e f e r t i l i z e r promotion campaign be made. 
This p u b l i c i t y should con ta in among o t h e r conponents , the 
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propagation of oomplernentary use of ndneral f e r t i l i z e r s ^ d 
organic materials* ^ p l i c a t i o n of f e r t i l i z e r s in balanced 
doses suppl^inented by micro nu t r i en t v^erever necessary, 
cor rec t methods, time of appl icat ion and p laces of t h e i r 
a v a i l a b i l i t y . 
I t i s suggested tha t during the per iod of f e r t i l i z e r 
application regular programmes should be broadcast on the 
radio every morning. These should be br ief and in language 
vftiich i s understood by the farmers. In addition a monthly 
feature progranrrae should be brought out for the benef i t of 
farmers, 
1 1 . ROLE OF FERTILIZER INDUSTRY 
Act ive a p p l i c a t i o n of the I n d u s t r y and e f f e c t i v e 
co-ordinat i j2n between t h e i n d u s t r y , s t a t e Government, F , A . 1 . 
and c e n t r e s should be ensured . F e r t i l i z e r ra^ufacturers should 
adDpt / the s e l e c t e d d i s t r i c t s and draw o u t t h e i r ove r p l a n s 
o f / a c t i o n in c o n s u l t a t i o n s with the S t a t e Qovernments, f ix 
: a r g e t s of f e r t i l i z e r consumption, gear ing up t h e necessa ry 
machinery for ach iev ing them and make arrangements for t h e 
suppor t ing programmes i nc lud ing s o i l t e s t i n g to be undertaken 
by them. The f e r t i l i z e r i n d u s t r y should a lso promote the 
i n t e g e r a t e d use of mineral f e r t i l i z e r s and o r g a n i c m a t e r i a l s . 
12. ^DN|TORING OF THE CAMPAIG^^ 
Monitoring of the canpaign a t t h e c e n t r a l l e v e l 
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wil l be 6one by commissioner ( F e r t i l i z e r Promotion) r 
cen t ra l Tee^s will be sent to the selected d i s t r i c t s 
T 
and State Capi ta l s for making on the spot assessment of the 
implementation of the cePpaign and report to the ooMissioner 
(FP) on the progress ^ d problems to be dealt with on an 
urgent b a s i s . 
13. REPORTING OF DATA 
The d a t a should be c o l l e c t e d in the p r e s c r i b e d 
p ro f o rmas. 
14. EVALUATION OF THE CAMPAIGN 
At t h e end of t h e season a review of t h e p r o g r e s s 
of t h e caitpaign should be made. The r e s u l t s of t h e canpaign 
w i l l be analysed and conc lus ions dravn should be u t i l i s e d 
in t h e : ^ r t h coming season. 
CHAPTER - V I I 
MARKET INFORMATION V / S MARKET RESEARCH 
10$ 
MypKETING INBDRMAHON V S . MARKET RESEARCH 
Market Research normally handles one time examination 
of one o r small group of q u e s t i o n s . Usual ly Market Research 
p r o v i d e s on ly a f r a c t i o n of t h e d a t a needed to make market ing 
d©::isions v^ich have a g r e a t and fa r reaching i m p l i c a t i o n s to 
t h e conpany. Market Informat ion system, on t h e o t h e r hand, 
p r o v i d e s con t inuous stu<^ of the market ing f a c t o r s vghich a re 
impor tan t to the company - a c t j u s t i n t e r m i t t e n t e x ^ i n a t i o n s . 
Market Information system group a c c e p t s a r e s p o n s i b i l i t y fo r 
r e c e i v i n g ana lys ing and d i s t i l l i n g a far g r e a t e r volume of 
informat ion i n p u t s t h ^ market r esea rch in s t r u c t u r e d to do. 
Market Informat ion system group works in c l o s e l i a i s o n with 
market r e sea rch , long range p l ann ing computer c e n t r e , market ing 
p l ann ing and s a l e s management. 
..(A) NEED OF MARKET INFORMATION SYSTEMS 
With the p o l i t i c a l / economic, t e c h n o l o g i c a l ^ d s o c i a l 
changes t h a t a re t a k i n g p l a c e from t ime to t ime, t h e long terra 
t r e n d s i n marke t ing are necessa ry , some of t h e changes a re : 
m 
( i ) The incj:ease<3 cxjirplexity of b u s i n e s s - new compet i t ion & 
new p r o d u c t s - c a l l s for new a^d more in fo rma t ion , 
( i i ) P roduc t l i f e c y c l e s have become s h o r t e r - t hus r e q u i r i n g 
no r e s k i l l i n management i n o r d e r to r e g i s t e r a p r o f i t 
dur ing the reduced time a v a i l a b l e . 
( i i i ) Marketing Manager needs more and b e t t e r in format ion , wi th 
t h e conp lex i ty of modern market ing to be able to come t o 
b e s t judgment. 
(iv) The s i z e of companies have grown i n conplejcity and dimQ:isions 
and wi thout a good market informat ion system, they cannot 
funct ion e f f e c t i v e l y . 
(v) ^ e e d i n dec i s i on market ing i s t he essence of modern 
b u s i n e s s . Market Informat ion System i s necessa ry for such 
dec i s i on marke t ing . 
(vi) The advent of new techn ique for dec i s ion making such as 
Bayesian a n a l y s i s , PERT, dec i s i on t r e e s and f a c t o r a n a l y s i s 
r e q u i r e in fo rmat ion , 
( v i i ) with t h e advent of computers a v a r i e t y of d a t a 0 :^1 be 
handled i n a s h o r t t ime to f a c i l i t a t e a more accu ra t e 
dec i s ion making which was n o t p o s s i b l e e a r l i e r with a r c h i e 
methods. This needs more in fo rma t ion . 
(B) BENEFITS OF MARKETING INFORMATION SYSTEMS 
(i) I t w i l l p r o v i d e more informat ion o r b e t t e r p e r f o r m ^ c e 
can be o b t a i n e d by t h e e n t e r p r i s e . 
lie 
( i i ) The in format ion , which i s s c a t t e r e d in in^y p l a c e s , i s 
i n t e g r a t e d and can be used more e f f e c t i v e l y , 
( i i i ) I t w i l l p e r m i t f u l l e r e s ^ l o i t a t i o n of market ing concept , 
( iv) I t vri.ll p r o v i d e quicker r e c o g n i t i o n of developing t r e n d s . 
(v) I t w i l l p r o v i d e s e l e c t i o n - r e t r i e v a l of in fo rmat ion , 
(vi) I t w i l l pe rmi t b e t t e r use of m a t e r i a l c o l l e c t e d by 
d i f f e r e n t a g e n c i e s , 
( v i i ) I t w i l l pe rmi t b e t t e r c o n t r o l over company's market ing 
plcfis , for exajxple by g iv ing warning s i g n a l s v*ien some 
t h i n g i s amiss i n the p l a n t 
( v i i i ) I t w i l l p r e v e n t impor tant from being supressed» 
(C) E^ VIRDNMENT NEEDED iPR A SUCCESSFUL t4ARKET I NEDRI4ATI0M 
SySTEM 
( i ) 1!tie informat ion should be i n a form vtoich can be r e a d i l y 
used by t h e management. 
( i i ) The management should s e t o u t i ^ e c i f i c a t i o n of the 
informat ion needed so t h a t a l l and sundry informat ion 
i s no t c o l l e c t e d which i s not u s e f u l , 
( i i i ) The informat ion c o l l e c t e d should be f i l e d p r o p e r l y so 
t h a t i d e n t i f i c a t i o n of r e q u i r e d in format ion becomes 
easy and new in format ion can be added a t t h e p rope r 
p l a c e wi thout d i f f i c u l t y . 
i l l 
(Iv) Ihe system slaould be f l e x i b l e enough to meet the changing 
needs of the e n t e r p r i s e . 
(D) OOLLECTItNiG MARKET INK)RMATION 
( i ) From i n t e r n a l r eco rds t Some exanplQs of such d a t a a r e 
Sa les , company' s p roduc t p r i c e s , customers l o c a t i o n e t c . 
The d a t a can be used to make p roduc t a n a l y s i s , t e r r i t o r i a l 
a n a l y s i s , customer a n a l y s i s and so on . 
( i i ) Externa l sources of informat ion t 
(a) Government published and unpublished data; 
(b) Trade organisat ion publ icat ions; 
(c) Journals and per iod ica l s ; 
(d) publ ica t ions of Market Research Oarganisation, 
( i i i ) Through f i e ld force t Competitors sa les , competitors ' 
terms of sa le , dea le r s ' f inancial s t a tus e t c . 
(iv) The survey methods t This method i s by asking questions 
to selected respondents and tabula t ing the information 
so co l lec ted into a inecfiingful form, 
(v) The e:}^eriraental method i Controlled s c i e n t i f i c e^e r iments 
are l a i d to t e s t various types of advert is ing and sa les 
promotional p lans to determine p r i ces , to t e s t new 
products and p r i c e s . Data tha t are already avai lable 
e i ther in published or unpublished record i s ca l l ed 
"secondary" data while data tha t have to be col lec ted 
for the f i r s t time i s ca l led "Primary" data . 
112 
It tSspical Market Information system for f e r t i l i z e r 
i n d u s t r y sTiown i n Chart -
(E) CONTROL OF MftRKET INEDRMATION gYSTEM 
( i ) The system should be managed by p r o f e s s i o n a l s viio a r e 
very well b r i e f e d by t h e Management as to t h e i r requi rements . 
iXi) The system should be capable of f i t t i n g i n t o the r e q u i r e -
ments of d i f f e r e n t l e v e l s of Management, The sys ton 
should g ive to t h e management on ly t h a t much of informat ion 
t h a t w i l l be useful to th©:Ti and no more, 
( i i i ) o p e r a t i o n s of system should be ana lysed p e r i o d i c a l l y to 
see whether the system i s ab le to perform t h e d e s i r e d 
obj e c t i v e s . 
(iv) A p e r i o d i c a l review of the system should be undertaken 
to see t h a t the sys tan i s n o t p e r c o l a t i n g i n t o o t h e r 
a^eas viiiich a r e n o t p a r t of the system, 
(v) Any new informat ion a v a i l a b l e has to be reviewed p e r i o d i -
c a l l y to see whether t h e system caP f r u i t f u l l y use i t . 
(P) MARKET INBORMATION REPORTS t 
Short Term t 1*ie sho r t term market ing informat ion 
r e p o r t s should con t a in such da t a as may be of i n t e r e s t to t h e 
management i s de termining day to day p o l i c i e s . Ebr a f e r t i l i z e r 
manufacture some a s p e c t s t h a t may be of i n t e r e s t a r e t 
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(i) f^ ^^ «ij(£liec and crop condi t ions , 
( i i ) Competitors* promotional and p r ic ing s t ra tegy , 
( i l l ) Market a r r i v a l s of competitors ' products . 
(vi) stock pos i t ion of company's products in the f i e ld . 
(v) Dsm^d for the company's products by t e r r i t o r y . 
(vi) Daily or weekly s a l e s . 
Long Term { These repor ts should contain such 
Iriformation as may help management to frame long terra marketing 
po l i cy . Some aspects useful for a f e r t i l i z e r manufacturer are t 
(i) Future development in Agricul ture. 
(iiV The long terra dem^d estimates - company's own and o ther . 
(jLii) Production pa t t e rn - Location of f a c to r i e s . 
(iv) Logical marketing t e r r i t o r i e s for the manufacturer, 
(v) Comply 's long term production goals . 
(vi) Company's sa les by t e r r i t o r i e s and by volumes, 
•fvii) The ecorxjmic environments and consumer a b i l i t y to pay. 
specif ic Reports : The syston should be capable of 
giving specific repor ts on aspects required by the management, 
for a f e r t i l i z e r manufacturer, they are j 
(i) The p r o f i l e of a farmer. 
( i i ) The economic p o l i c i e s of the Government, Credit e t c , 
( i i i ) l^e changing t rends in f e r t i l i z e r consumption - grea ter 
acceptance of P & K high analysis f e r t i l i z e r s . 
(vi) Development of technology agr icu l tu re and farmer 
receptiveness. 
i 
(G) ISg^JSEdS^gyNG MARKET INFORMATION 
The u t i l i t y of a market ing informat ion r e p o r t s 
depends on t h e s K i l l with which t h e wr i t e r o f t h e r e p o r t has 
i n t e r p r a t t e d t k e informat ion a v a i l a b l e to him iii a l o g i c a l 
ahd useful manner to the company. Two companies having the 
same informat ion may i n t e r p r e t t he da t a d i f f e r e n t l y to be 
usefu l to the cora|>any. TSne in format ion a v a i l a b l e has to be 
Carefu l ly a s se s sed before conc lus ions a re de r ived . P o s s i b l e 
q u e s t i o n s a re - who has c o l l e c t e d t h e information? Wiat 
i n t e r e s t t he agency has in c o l l e c t i n g the information? Jihat 
t echnique they have used to c o l l e c t t h e informat ion? Final ly* 
a re ;a ie r e s u l t s be l i evab le? 
Next the i n t e r p r e t e r of market informat ion should 
e v a l u a t e t h e c o m p a t a b i l i t y of t h e information c o l l e c t e d from 
d i f f e r e n t s o u r c e s . Before us ing informat ion from d i f f e r e n t 
sources t h e d e f i n i t i o n on each itonn of informat ion has to be 
t a l l i e d . 
Having done a l l t h i s , t h e d a t a h a s to be accu ra t e ly 
i n t e r p r e t t e d . Accurate i n t e r p r e t a t i o n i s l a r g e l y a m a t t e r of 
l o g i c a l a n a l y s i s and the use of good judgmomt, 'Snts i s very 
impor tan t as o t h e r w i s e management may come to wrong conclus ion . 
The use of market informat ion as a b a s i s of market 
f o r e c a s t i s very d i f f i c u l t . Market informat ion i s g e n e r a l l y 
h i s t o r i c a l . They have to be used for p r o j e c t i n g t h e f u t u r e . 
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This Cap fee ^m© otily i f Qm caP p red ic t the future happenings 
on the forecast , co r rec t ly . But i t i s not always poss ib le . 
Also having forecast the future happenings, a judgment has 
to be made as to the contr ibut ion of each one of the factors 
in the ftrtQr©*^ This raakes the task very d i f f i c u l t _ap.d forecast 
un re l i ab le . Though 100 per cent accuracy i s not ej^ected from 
a forecaster , he i s judgment by the degree of accuracy be 
a t t a i n s in h i s forecas t . 
/h 
M^-Mh^^ 
^ TYPlCitiL MARKET IHFORMATION SYSTEM 








1. E3;;ternal source of informal- 2. In ternal source of informa-
t ion , t i on . 
Economic Indica tors 
National Income. 
Per Capital Income, 
Wholesale p r i c e of Agricultu-
ra l Commodities. 
Farm Harvest p r i c e s . 
Cost of Living Index Number. 
JlijCfiTicultural Information 
Rainfall data . 
Cropped area - by crops. 
I r r i ga t ed and un i r r iga ted areas. 
Size of land holding. 
Agricultural c r e d i t . 
High yie ld ing v a r i e t i e s . 
Agricultural p r i c e s - in your 
marketing t e r r i t o r y . 
I r r i g a t i o n . 
HYV Prografrane. 
Credit a v a i l a b i l i t y . 
Agricultural production Targets. 
Marketing pata 
Marketing Ter r i to ry . 
Marketing p o t e n t i a l . 
Competitor sales-by grades. 
Market Share, 
sa les p o t e n t i a l . 
Sales liy t e r r i t o r i e s . 
sa les by products . 
Sales by Dealers-Pvt. & Coop, 
Sales to Farmers 
Inventory in the f i e ld . 
Cash and Credi t Sales 
P r i ces 
P r i ce of competitor products. 
Credi t terms by competi tors. 
Incent ive by competitors. 
P r i ce of Conpany's products . 
Terms of sa le of Company's 
products . 
T e r r i t o r i ^ production. 
Capacity » Aptual production. 
F e r t i l i z e r consunption, 
F e r t i l i z e r p r i c e s . 
F e r t i l i z e r i t ipor ts . 
11? 
Marketing Personnel 
No. of Regional Offices -
Location, 
No. of salesmen-Location. 
No. of Dealers - Location, 
Conpet i tor ' s O r g ^ i s a t i o n , 
Targets of production. 
Targets of consumption. 
Location of f e r t i l i z e r 
f ac to r i e s . 
Other Information 
Sales-tax on f e r t i l i z e r . 
Subsity on f e r t i l i z e r s . 
F e r t i l i z e r Control order . 
Chemical conposition of 
f e r t i l i z e r s , 
so i l Testing Laborator ies . 
S ta t e s ' Off ic ia l F e r t i l i z e r 
recommendations - crop wise 
and areawise. 
Marketing plgjis 
sa les Plans by months, 
sa les Plan by Ter r i to ry . 
Credi t & Incent ive Planning, 
Sales Plan by products . 
Analytical Reports 
salesman performance, 
Tarri torywise performance. 
Conpetitor Vs. Conpany, 
Product Life Cycle ana lys i s . 
Mairket Research Reports 
Special P ro jec t s - Promotion, 
New product launching. 
Dealer performance. 
Farmers a t t i t u d e s . 
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C O N C L U S I O N 
In finding the l e a s t cos t routes to the t ranspor ta t ion 
cos t of IFFCO, the i n i t i a l matrix Table No. 1 describes the 
supply and demand pos i t i on . The Table No. 2 gives the 
optimal a l loca t ion of the urea to d i f fe ren t des t ina t ions 
from the supply depots together with quantity and cost 
involved. Table No, 3 i s the optimal a l locat ion of Urea 
in the coded form for the d i f fe ren t s t a t i o n s . 
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